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Your  Message  to 
Educators 

We  have  a message  to  deliver  to  high 
school  principals,  teachers,  guidance 
counselors,  parents,  students,  and  commu- 
nity leaders  that  is  very  powerful.  If  we  can 
effectively  communicate  this  message,  I 
think  that  we  in  USAREC  could  complete 
our  annual  recruiting  mission  with  ease. 

Unfortunately,  this  message  cannot  be 
delivered  in  a television  commercial.  TV 
commercials  or  other  kinds  of  national 
media  are  only  good  at  delivering  a single, 
brief  idea.  The  message  I want  you  to 
communicate  to  as  many  people  as  possible 
is  just  too  complex  for  a TV  commercial. 

If  you’ve  heard  me  speak  recently, 
you’ve  probably  already  heard  what  I’m 
going  to  say  here.  I’ve  shared  this  message 
with  absolutely  everyone  I’ve  had  the 
chance  to  talk  to  in  the  past  two  months. 
This  includes  recruiters,  AUSA  groups, 
general  officers,  officer  basic  and  advanced 
courses,  COIs,  everyone!  This  message  is 
so  important,  though,  that  everyone  in  the 
command  needs  to  hear  it.  The  more  I 
think  and  talk  about  it,  the  more  excited  I 
get. 

The  message  is  this:  I believe  that  high 
school  principals,  guidance  counselors, 
teachers,  parents,  and  students  have  the 
wrong  goal.  The  goal  they  have  is  for 
Johnny  or  Janie  to  go  to  college.  I think 
the  real  goal  should  be  for  Johnny  or  Janie 
to  graduate  with  a college  degree  in  a field 
that  interests  him  or  her.  These  are  very 
different  goals. 

The  latest  data  shows  that  only  30 
percent  of  all  students  who  enter  college 
will  graduate  with  a bachelor’s  degree  within 
five  years,  and  27  percent  of  all  college 
freshmen  will  drop  out  in  their  first  year! 
Almost  three  out  of  four  college  students 
fail  to  earn  their  degree  for  the  following 
three  reasons: 

B Lack  of  maturity 
B Lack  of  focus 
B Lack  of  finances 
Of  partying,  studying,  or  sleeping,  I like 
to  joke  that  in  any  given  semester  a student 
can  perform  only  two  of  these  activities 
well.  Many  students  lack  the  required 
maturity  to  choose  wisely.  The  evidence 
that  students  lack  focus  is  found  in  how 
often  they  change  their  major.  Of  course, 
this  is  understandable  when  you  realize  that 


most  of  these  students  don’t  know  what 
they  want  to  study  or  do  because  they 
haven’t  done  anything  yet!  Other  students 
simply  lack  the  finances  to  attend  school 
lull  time. 

How  many  of  these  potential  pitfalls 
can  the  Army  address?  You’re  right,  all 
three.  An  enlistment  in  the  Army  provides 
discipline  and  maturity,  allows  a person  to 
do  something  which  helps  them  figure  out 
what  they  like  and  don’t  like  to  do,  and 
most  obviously,  provides  finances  in  the 
way  of  the  Montgomery  GI  Bill  and  Army 
College  Fund  (as  well  as  tuition  assistance,  a 
secure  job,  etc.). 

When  the  goal  is  to  go  to  college,  the 
choice  between  college  and  an  enlistment  in 
the  Army  is  reduced  to  a binary  decision. 

It’s  either  go  to  college  or  go  in  the  Army. 
When  the  goal  is  to  graduate  from  college, 
as  I believe  it  should  be,  the  Army  then 
becomes  a viable  means  to  obtain  that 
coveted  degree.  Although  we  don’t  have 
the  hard  evidence  to  prove  it,  everyone  I’ve 
talked  to,  including  college  administrators, 
admit  that  Army  alumni  as  a group  simply 
do  better  in  college  and  complete  degrees  in 
fewer  years  than  students  who  enter  directly 
from  high  school.  I don’t  think  you’ll  find 
a single  person  who’ll  disagree  with  that 
statement.  It  just  makes  sense;  they  are 
older  and  wiser,  have  a better  focus,  and 
have  the  financial  basis  to  succeed. 

The  other  message  I want  you  to  deliver 
to  educators,  parents  and  community 
leaders  is  the  enormous  amount  of  college 
scholarship  dollars  that  are  available 
through  the  Army.  I have  already  charged 
the  leaders  of  USAREC  to  deliver  periodic 
newsletters  to  every  high  school  principal 
and  school  administrator  who  have  at  least 
one  DEP  in  their  school.  I trust  by  now 
you  have  seen  one  of  these  letters  so  I 
won’t  go  into  great  detail  on  its  contents. 
Basically,  these  letters  hit  high  school 
administrators  with  the  magnitude  of  the 
number  of  dollars  we  have  available  for 
their  students  in  the  form  of  college 
scholarships. 

The  more  I think  about  what  the  Army 
has  to  offer,  the  more  a flag-waving  patriot 
I become.  I believe  that  second  only  to  the 
Bill  of  Rights,  the  GI  Bill  is  the  most 
important  piece  of  legislation  ever  passed. 
At  its  inception  following  World  War  II, 
the  GI  Bill  allowed  3.5  million  Americans, 
from  every  fabric  of  this  land,  the  opportu- 
nity to  earn  a higher  education.  No  longer 


were  we  a nation  dominated  by  the 
educated  elite.  The  GI  Bill  allowed 
Americans  from  every  background  a chance 
at  a college  education.  And  because  our 
country  has  been  able  to  tap  the  collective 
brainpower  of  all  its  brightest  citizens,  we 
are  today  by  all  measures  the  richest  nation 
on  earth  with  the  most  powerful  economy 
in  the  history  of  the  world. 

The  GI  Bill,  and  by  extension  the  Army 
College  Fund,  is  the  only  true  equal 
opportunity  college  scholarship!  All  you 
have  to  do  is  qualify.  There  are  no  elitist 
attachments  to  earning  the  GI  Bill.  Your 
mother  does  not  have  to  be  an  alumna  of 
the  university,  your  dad  does  not  have  to  be 
a member  of  the  Kiwanis  Club,  etc. 

When  you  add  up  the  collective  amount 
of  GI  Bill  and  ACF  in  any  given  commu- 
nity, the  number  is  staggering.  Last  year  in 
Springfield,  Mo.,  alone  — as  just  one 
example  — we  awarded  college  scholarships 
totaling  2.3  million  dollars.  If  the  Army 
were  a corporation  or  an  individual 
philanthropist,  they’d  name  a street  after  us! 

I believe  that  if  we  can  effectively 
communicate  what  the  true  goal  for  a 
student  should  be  (graduating  from  college 
rather  than  going  to  college),  what  the  GI 
Bill  and  Army  College  Fund  mean  from  an 
historical  perspective,  and  what  it  could 
mean  to  individuals,  schools,  and  commu- 
nities, we  will  move  a long  way  towards 
recruiting  a lot  more  high  quality  young 
men  and  women.  It’s  up  to  you  to  deliver 
this  message. 

Close  the  loop! 


Note  from  the  CG: 

Last  month's  issue  contained  a Market  Report 
article  that  was  offensive  to  African-Americans.  On 
my  instruction,  all  recruiting  personnel  were  tasked 
to  remove  pages  23  and 24  of  the  March  1 998 
Recruiter  Journal,  thus  removing  the  offensive 
article. 

It  is  never  our  intent  to  publish  materials  that  are 
offensive,  and  you  ha  ve  my  apology  for  the  article 's 
original  inclusion  in  this  magazine.  I do  not  want 
anyone  to  believe  that  this  article  represents  our 
view  towards  each  other  or  our  view  towards  the 
American  people. 
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SITES  — Relocation  info 

Alexandria,  Va.  — Aline  Pincince  has 
moved  18  times  in  26  years.  As  an  Army  wife 
with  four  children,  a cat  and  a dog , she  knows 
the  hardships  of  relocation  all  too  well.  She’s 
felt  the  frustration  of  trying  to  find  crucial 
information  about  the  new  duty  station. 

“When  you  knew  you  were  transferring 
from  Fort  A to  Fort  B,  you  would  contact 
your  sponsor  or  Army  Community  Service, 
and  someone  would  send  you  a big,  fat  en- 
velope full  of  information  about  the  instal- 
lation and  the  local  community  - a ‘welcome 
packet’,”  recalled  Pincince,  who  manages  the 
Army’s  Standard  Installation  Topic  Exchange 
Service,  or  SITES,  at  the  US  Army  Commu- 
nity and  Family  Support  Center. 

The  quality  and  quantity  of  information 
in  those  welcome  packets  varied  from  place 
to  place,  she  added.  Getting  the  information 
critical  to  a successful  move  was  a hit  or  miss 
proposition. 

Now,  thanks  to  SITES,  that  critical  reloca- 
tion information  is  available  in  cyberspace 
with  the  click  of  a mouse.  Established  in  1994, 
the  Congressionally  mandated  Department 
of  Defense  SITES  program  is  an  automated 
information  system  designed  to  provide  ser- 
vice members,  civilians,  and  their  families  the 
relocation  information  they  need  for  a 
smooth,  hassle-free  permanent  change  of 
station. 

All  the  services  — including  the  Coast 
Guard  — participate  in  SITES  providing  cur- 
rent information  about  more  than  300  in- 
stallations worldwide.  Ensuring  that  SITES 
information  for  more  than  100  Army  instal- 
lations is  current,  complete,  and  addresses 
critical  relocation  issues  is  Pincince’s  job. 

“One  of  the  criteria  for  an  installation  to 
be  listed  in  SITES  is  that  it  must  have  a popu- 
lation of  500  or  more.  Information  about 
less  populous  sub-installations  is  found  in 
the  main  installation  SITES  file,”  explained 
Pincince.  “For  example,  someone  looking  for 
information  about  Fort  Gillem  will  find  it 
under  Fort  McPherson.” 

Pincince  went  on  to  describe  how  the  in- 
formation is  updated.  “SITES  used  to  be 
updated  quarterly,  then  semi-annually”  she 
said.  “Now  that  SITES  is  online,  installation 
relocation  assistance  managers  will  be  able  to 
do  real  time  updates  and  make  changes  as 
they  occur.  Of  course,  we’ll  also  continue  the 
official  semi-annual  updates.” 

Pincince  answered  some  frequently  asked 
questions  about  SITES. 


Who  can  use  SITES? 

SITES  is  for  all  soldiers:  married  and 
single.  It’s  for  family  members  and  DA  civil- 
ian employees  — anyone  in  Department  of 
the  Army  who  is  subject  to  moves  and  relo- 
cations. In  fact,  SITES  is  for  all 
servicemembers  and  civilian  employees  of  the 
military  services. 

Some  soldiers  and  civilians  don’t  have  a 
personal  computer  at  home.  How  do  they 
access  SITES? 

Every  military  library  in  the  United  States 
and  overseas  has  the  SITES  program  on  a 
compact  disc  for  onsite  use.  The  relocation 
assistance  manager  at  the  Army  Community 
Service  office  on  each  installation  also  has  ac- 
cess to  SITES  on  CD  or  on  the  internet.  There 
are  military  and  civilian  libraries  with  com- 
puter access  to  the  internet,  and  some  instal- 
lations have  computers  in  community  activ- 
ity centers  as  “cyber  cafes.” 

When  soldiers  receive  orders  for  a PSC 
move,  what’s  the  first  thing  they  should 
do? 

They  should  contact  their  unit’s  ACS  co- 
ordinator who  will  refer  them  to  the  installa- 
tion ACS  office  and  the  Relocation  Assistance 
Program.  If  there  is  no  ACS  unit  coordina- 
tor, soldiers  should  go  directly  to  the  ACS 
office  and  ask  for  the  relocation  assistance 
manager. 

Is  there  anything  in  writing  — like  on  their 
orders  — that  tells  soldiers  where  to  look 
on  the  internet  for  SITES? 

Not  at  the  moment,  but  we  are  working 
on  marketing  initiatives  that  include  ways  to 
alert  soldiers  to  SITES  on  the  internet.  Our 
focus  is  to  get  the  young  troops,  particularly 
the  first-termers,  to  use  ACS  and  the  Reloca- 
tion Assistance  Program. 

What  is  the  internet  address? 

The  address  is: 

http://www.dmdc.osd.mil/sites 

What  kind  of  information  will  users  find 
on  SITES? 

Users  will  find  information  on  practically 
every  issue  affecting  the  relocation  process. 
There  are  10  categories: 

1.  Installation  (history,  mission,  units, 
PX,  commissary) 

2.  Local  Community 

3.  Education  (schools,  colleges,  adult  edu- 
cation) 

4.  Employment 

5.  Medical  and  Dental  (civilian  and  mili- 
tary hospitals/  clinics) 


6.  Relocation  Services 

7.  Housing  (onpost/offpost) 

8.  Support  Services  (Better  Opportuni- 
ties of  Single  Soldiers,  social  services,  finan- 
cial assistance/consumer  affairs,  chaplain  ser- 
vices) 

9.  Child  and  Teen  Services  (child  care, 
youth  services) 

10.  Survival  Tips  for  First-Termers 

Doesn’t  it  take  a while  to  navigate  through 
all  that?  How  does  someone  find  the  most 
important  basic  information  like  the 
school  calendar  or  how  to  register  your 
privately  owned  vehicle? 

In  the  near  future,  we  will  have  a “Must 
Know”  subject  area  that  is  one  of  the  first 
things  the  user  sees  on  the  screen  after  calling 
up  a particular  SITES  file.  They  will  find 
everything  they  need  to  know  ahead  of  time 
to  make  their  relocation  as  hassle-free  as  pos- 
sible. For  example:  the  school  calendar,  im- 
portant documents  to  hand-carry,  reporting 
in  procedures,  cost  of  living  information,  and 
motor  vehicle  registration  information.  We 
want  to  make  it  so  users  don’t  have  to  navi- 
gate through  all  the  categories  to  find  that 
kind  of  critical  information. 

How  detailed  is  the  information  on 
recreation  and  leisure?  Can  you  find  out 
what  special  events  are  happening,  like 
concerts  or  sporting  events? 

Right  now  there  is  a lot  of  information 
on  these  subjects  in  the  SITES  files.  But  this 
will  change  radically  in  the  future  as  we  focus 
more  narrowly  only  on  information  related 
to  the  relocation  process.  When  SITES  was 
first  established,  it  was  the  only  automated 
source  of  information.  It  became  not  only  a 
relocation  tool,  but  also  a resource.  Now  that 
more  and  more  installations,  civilian  com- 
munities, and  local  morale,  welfare,  and  rec- 
reation divisions  are  creating  their  own  home 
pages,  we  are  working  to  provide  links  to 
those  websites.  SITES  is  also  linked  to  other 
Army  home  pages  such  as  the  assistant  chief 
of  staff  for  installation  management  hous- 
ing website,  the  Army  MWR  home  page,  and 
others. 

Pincince  pointed  out  there  is  particular  at- 
tention paid  to  teens.  “Under  the  Child  and 
Youth  Services  category,  we  have  one  total 
section  devoted  to  teens.  When  families  with 
teenagers  relocate,  they  can  call  up  and  print 
the  section  called  For  Teens  Only  in  the  Child 
and  Teen  Services  category,”  she  explained. 

“In  that  section,  we  address  every  issue 
that  could  possibly  interest  teens  such  as 
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extra-curricular  activities  and  employment 
opportunities.  We  even  talk  about  gangs  in 
the  area,  school  dress  codes,  and  what 
clothing  and  colors  to  avoid  in  particular  parts 
of  the  community.” 

She  continued,  “We  have  a category  spe- 
cifically targeted  to  first-termers  or  first-time 
PCSers.  That  could  mean  someone  just  out 
of  basic  training  or  advanced  individual  train- 
ing or  it  could  be  a seasoned  soldier  who’s 
relocating  overseas  for  the  first  time.” 

The  Army  tracks  the  number  of  SITES 
users:  those  who  visit  the  ACS  relocation  of- 
fices and  those  who  access  SITES  online.  The 
online  program  has  a built-in  counter  that 
tracks  the  number  of  SITES  visitors.  Between 
October  1997  and  January  1998  alone,  57,898 
users  accessed  Army  installations  through 
SITES,  more  than  600  hits  a day. 

Now  settled  in  Northern  Virginia, 
Pincince  has  lived  in  Germany  and  all  over 
the  United  States.  “Until  this  last  assignment, 
we  never  stayed  in  one  place  longer  than  two 
years.  So  I feel  I can  talk  with  a little  bit  of 
knowledge  about  relocation  issues.  I’m  glad 
soldiers  have  SITES  now  to  make  their 
moves  easier!” 

by  Harriet  Rice,  MWR  Public  Affairs 

Military  Volunteer  Service 
Medal 

Got  a soldier  who’s  active  in  community 
activities  as  a volunteer  scout  master,  youth 
sports  coach,  or  other  activity?  He  or  she  may 
be  worthy  of  recognition  by  battalion  or  bri- 
gade commanders  with  the  Military  Volun- 
teer Service  Medal  (MOVSM). 

In  accordance  with  AR  600-8-22,  Military 
Decorations,  paragraph  2-16,  the  MOVSM 
may  be  awarded  to  active  duty  soldiers  who 
perform  outstanding  volunteer  community 
service  of  a sustained,  direct,  and  consequen- 
tial nature.  To  qualify  for  the  award  of  the 
MOVSM,  a soldier’s  volunteer  service  must 
meet  the  following  requirements: 

a.  Be  given  to  the  civilian  community,  to 
include  military  family  community. 

b.  Be  significant  in  nature  and  produce  tan- 
gible results. 

c.  Reflect  favorably  on  the  Military  Service 
and  the  Department  of  Defense. 

d.  Be  of  a sustained  and  direct  nature. 

There  is  no  specific  time  period  to  qualify, 
but  the  MOVSM  is  intended  to  recognize 
exceptional  community  support  over  time, 
not  a single  act  or  achievement. 


Effective  May  7,  1996,  the  approval  au- 
thority for  the  MOVSM  was  delegated  to  LTC 
(05)  commanders  who  have  Army  Achieve- 
ment Medal  approval  authority.  It  is  catego- 
rized as  a service  medal  and  is  worn  immedi- 
ately after  the  Humanitarian  Service  Medal 
(and  before  the  NCOPD  ribbon). 

Need  more  information?  Contact  LTC 
Mike  Garrett  at  USAREC  Personnel  Direc- 
torate, DSN  536-0092  or  commercial  (502) 
626-0092. 


Secretary  Cohen  issues 
guidance  to  services  on 
Kassebaum  Baker  panel 
recommendations 

WASHINGTON  (Army  News  Service, 
March  16,  1998)  — Following  the  90-day  ser- 
vice review  of  the  Kassebaum  Baker  Panel 
recommendations,  Secretary  of  Defense  Wil- 
liam S.  Cohen  provided  new  guidance  to  the 
services  today  for  improving  basic  training  in 
the  military. 

The  actions  came  following  his  consider- 
ation of  the  recommendations  of  the 
Kassebaum  Baker  Report  and  the  responses 
of  the  military  services  to  that  report.  Secre- 
tary Cohen  noted  that  the  members  of  the 
panel  had  been  in  the  forefront  of  expand- 
ing opportunities  for  women  in  the  military, 
a position  which  the  secretary  has  supported 
throughout  his  career.  The  scretary  also  noted 
the  important  contribution  to  the  effort 
made  by  the  Defense  Advisory  Committee 
on  Women  in  the  Services  in  surveying  views 
and  attitudes  of  trainers  and  trainees. 

Cohen  said  the  military  services  responded 
to  the  Kassebaum  Baker  Report  by  recogniz- 
ing a number  of  deficiencies  and  have  agreed 
to  make  changes  in  those  areas. 
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Army  values 

On  Jan.  13,  1998,  Army  Chief  of  Staff 
GEN  Dennis  J.  Reimer  approved  the  seven 
Army  values  and  their  definitions.  He  also 
approved  that  the  values  be  listed,  and  dis- 
played, in  specific  order  (loyalty,  duty,  respect, 
selfless-service,  honor,  integrity,  and  personal 
courage)  to  form  the  acronym  — LDRSHIP 
(pronounced  leadership)  — using  the  first 


/ 


letter  of  each  value.  The  approved  definitions 
are: 

Loyalty:  Bear  true  faith  and  allegiance  to 
the  US  Constitution,  the  Army,  your  unit, 
and  other  soldiers. 

Duty:  Fulfill  your  obligations. 

Respect:  Treat  people  as  they  should  be 
treated. 

Selfless-service:  Put  the  welfare  of  the 
nation,  the  Army,  and  your  subordinates 
before  your  own. 

Honor:  Live  up  to  all  the  Army  values. 

Integrity:  Do  what’s  right,  legally  and 
morally. 

Personal  courage:  Face  fear,  danger,  or 
adversity  (physical  or  moral). 

Over  the  next  few  months,  there  will  be 
increased  emphasis  on  the  seven  core  Army 
values.  The  senior  leadership  of  the  Army 
has  already  begun  talking  and  writing  about 
these  values  and  how  they  are  the  soul  of  our 
Army. 

Upcoming  Army  news  articles  as  well  as 
Soldiers  Radio  (and  Television  will  empha- 
size Army  values  and  do  stories  on  soldiers 
who  live  them.  The  center  section  of  the 
current  almanac  edition  of  Soldiers  maga- 
zine is  a great  calendar  that  prominently  dis- 
plays the  Army  values.  Soon  you  will  see 
values  posters  appearing  in  offices  and  or- 
derly rooms  across  the  Army. 

Additionally,  there  is  an  initiative  whereby 
every  soldier  (officer  and  enlisted)  will  receive 
the  Soldier  Card.  This  credit  card-style  card 
will  list  the  Soldier  Code  on  the  back  side  and 
the  Army  values,  with  the  approved  defini- 
tions, on  the  front.  Once  the  Soldier  Card  is 
produced  and  disseminated,  unit  command- 
ers and  leaders  will  be  expected  to  present  the 
cards  to  their  soldiers  in  a ceremonial  setting 
that  demonstrates  the  importance  of  living 
the  Army  values.  TRADOC  will  sustain  the 
issue  of  Soldier  Cards  through  presentation 
ceremonies  in  the  officer  basic  courses  and 
initial  entry  training. 

The  source  document  for  the  Army  val- 
ues is  the  emerging  leadership  doctrine,  FM 
22-100,  Army  Leadership.  FM  22-100  is  sched- 
uled for  publication  this  summer  and  will 
contain  a detailed  discussion  of  Army  val- 
ues. Leaders  are  encouraged  not  to  wait  for 
FM  22-100,  but  begin  now  to  use  Army  val- 
ues as  discussion  topics  for  professional  de- 
velopment and  consideration  of  others  train- 
ing. 


4 


Recruiter  Journal  / Apr  98 


Pro  Talk 


Habits,  the  good  and  the  bad 


By  SFC  Curtis  Brunson,  Recruiting  Operations 
Directorate,  USAREC 

Habits  are  patterns  of  behavior  composed  of 
three  overlapping  components:  knowledge, 
attitudes,  and  skills.  Since  these  are  learned 
rather  than  inherited,  our  habits  constitute  our  second 
nature.  As  salespeople  and  sales  managers,  we  have  to 
adopt  winning  habits  to  be  successful. 

We  are  not  our  habits;  hence,  we  should  avoid 
defining  ourselves  in  terms  of  our  habits  and  characteris- 
tics. Habits  of  effectiveness  can  be  learned,  which  also 
means  that  habits  of  ineffectiveness  can  be  unlearned. 
Successful  people  have  habits  of  doing  things  less  suc- 
cessful people  do  not  like  to  do. 

Successful  people  weave  habits  of  effectiveness  into 
their  daily  lives  in  order  to  achieve  standards  and  results. 
Often  they  are  internally  motivated  by  a strong  sense  of 
mission  accomplishment.  Habits  are  powerful  factors  in 
our  lives,  because  they  are  consistent,  often  unconscious 
patterns.  They  constantly  express  our  character  and 
produce  our  effectiveness  or  ineffectiveness.  Habits  are 
based  upon  the  timeless  principle  called  the  “Law  of  the 


Harvest.”  We  tend  to  reap  what  we  sow.  “Sow  a thought, 
reap  an  action,  sow  an  action,  reap  a habit:  sow  a habit, 
reap  a character:  sow  a character,  reap  a destiny.” 

Those  of  us  who  watched  the  launch  of  Apollo  11 
were  riveted  to  the  television  as  the  first  human  beings 
walked  on  the  moon.  In  order  for  those  astronauts  to 
travel  to  the  moon,  they  had  to  break  the  pull  of  gravity. 
More  energy  was  spent  in  the  first  few  minutes  of  lift 
off,  in  the  first  few  miles  of  travel,  than  was  used  over 
the  several  days  to  travel  half  a million  miles. 

Habits,  too,  have  tremendous  gravitational  pull. 
Breaking  habits  such  as  procrastination  and  taking  the 
easy  wrong  over  the  hard  right  is  the  most  difficult  to 
change.  Changing  bad  habits  is  like  a rocket  lifting  off,  it 
takes  tremendous  effort  to  break  the  pull  of  gravity. 

Once  we  start  to  change  ineffective  habits  we  can  start  to 
improve  on  production  and  control  our  management 
systems.  This  will  also  allow  you  to  be  more  effective 
with  sales  technique  and  give  you  the  confidence  to  be 
the  military  expert  to  DEP  members,  applicants,  and 
community. 
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The  3 components  of  habits 

Knowledge  — The  what  and  why 
Attitude  — The  want  to 
Skills  — The  how  to 


Knowledge,  the  what  and  why 

Knowledge  is  what  we  know  to  be  true  in  our  eyes. 
What  we  believe  to  be  reality  is  called  paradigm.  Defini- 
tion of  paradigm  — model,  pattern,  or  set  of  ideals  that 
describe  some  aspect  of  the  world.  Paradigms  usually 
explain  cause  and  effect  relationships.  Bottom  line, 
paradigms  are  how  we  think  things  ought  to  be,  not  the 
way  they  really  are. 

For  instance,  if  an  applicant  appears  to  be  smart, 
we  sometimes  assume  that  he  or  she  will  score  high  on 
the  ASVAB.  If  what  we  observe  does  not  match  what  we 
predict,  it  causes  a paradigm. 

Our  paradigms  can  be  wrong.  Our  paradigms  are 
not  faithful  reflections  of  reality,  they  can  be  wrong  to 
some  degree.  We  may  think  we  see  the  world  as  it  is 
when  in  fact,  we  see  the  world  as  we  are. 

The  fact  of  matter  is,  stereotypes  are  not  reality. 
When  we  act  on  the  wrong  paradigms,  we  limit  our- 
selves. For  example,  you  just  started  recruiting  in  a new 
area.  The  previous  recruiter  tells  you  the  market  is  bad 
and  most  of  the  people  go  to  college  or  join  the  Navy. 

As  long  as  we  believe  his  or  her  paradigms,  we  will 
stay  within  their  artificial  boundaries  and  lose  whatever 
experiences  we  might  have  found  outside  them.  When 
we  do  not  achieve  what  we  want,  we  typically  think  that 
we  must  do  something  different.  That’s  true,  no  doubt, 
but  it  is  also  misleading. 

Often,  the  best  way  to  do  something  different  is  to 
think  differently,  to  change  the  paradigms.  By  the  same 
token,  if  we  change  our  paradigms,  our  behaviors  and 
attitudes  will  almost  surely  change  as  well. 

Memories  are  a big  part  of  the  paradigms  we  live, 
the  restatements  of  our  experience.  They  cannot  show  us 
anything  new  or  move  us  beyond  where  we  have  been. 
Imagination,  in  contrast,  expands  on  experience.  It’s  a 
creative  process,  a tool  for  exploring  our  potential. 
Imagination  gives  us  a target  to  move  toward  goals  to 
accomplish. 

As  long  as  we  live  in  memory,  without  new  targets, 
we  will  stay  where  we  are  or  revisit  where  we  have  been. 
As  recruiters,  we  tell  Johnny,  imagine  yourself  riding  in 
your  new  car,  this  is  one  of  the  favorite  word  pictures. 
Sergeants,  use  your  imagination,  this  is  what  we  request 
of  applicant  and  DEP  members. 


Now,  paint  yourself  a word  picture.  Suppose  you 
are  year-to-date,  GSA,  and  100  percent  volume,  what  a 
good  feeling! 

A recruiter  exercise 

You  have  just  arrived  at  your  first 
recruiting  station  and  you  are  informed  by 
fellow  recruiters  that  the  area  you  have 
been  assigned  is  hard  to  recruit  and  the 
schools  do  not  release  any  information.  The 
chance  of  your  constructing  a lead  refine- 
ment list  is  going  to  be  a challenge.  Two 
days  later  you  visit  one  of  your  schools  and 
the  counselor  tells  you  99.8  percent  of 
students  attend  college  upon  graduation. 

As  you  depart  the  counselor's  office,  the 
music  director  approachs  you  and  ex- 
presses interest  in  the  Army  Band  coming  to 
the  school  and  performing  in  an  upcoming 
concert.  The  band  instructor  is  a retired 
Army  band  master. 

□ You  have  a chance  to  adopt 
paradigms.  What  are  they? 

□ Explain  how  your  paradigms  can 
make  you  successful. 

□ Can  you  imagine  anything  positive 
happening  here?  Explain  your  thinking. 

Attitude,  the  want  to 

Attitude  is  something  that  everyone  is  born  with. 
Attitudes  are  developed,  and  they  grow  and  mature.  Our 
physical,  mental,  emotional,  social,  and  spiritual  dimen- 
sions grow  side-by-side  but  not  necessarily  at  the  same 
pace.  Attitudes  have  a direct  relationship  with  our 
maturity  level.  Maturity  is  a never-ending  process.  As 
you  grow,  you  have  to  be  willing  to  tackle  the  process 
rather  than  resist  it. 

There  are  three  stages  of  maturity  — dependence, 
independence,  and  interdependence.  The  dependence 
stage  is  when  we  depend  on  others  to  make  our  deci- 
sions. For  example,  how  to  plan  mission  accomplish- 
ment, i.e.,  USAREC  Form  635,  our  daily  plan,  (plan- 
ning guide).  This  is  evident  when  soldiers  are  untrained 
and  lack  confidence.  We  also  become  caught  up  in 
looking  for  our  leaders’  approval  and  confirmation  that 
we  are  a part  of  the  team.  This  can  keep  us  from  causing 
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results  to  happen,  i.e.,  setting  and  enforcing  your  own 
standards.  You  will  tend  to  blame  others  when  things  go 
wrong.  You  will  point  to  others  because  you  did  not  take 
charge.  You  must  make  things  happen.  Again,  as  sales- 
people and  sales  managers,  you  are  the  front  line.  It 
begins  and  ends  with  you. 

The  independence  stage  is  when  you  become  more 
secure  and  actions  and  decisions  are  made  with  confi- 
dence. This  is  a direct  result  of  a trained  recruiter  or 
station  commander.  The  results  may  not  always  be 
correct,  but  as  leaders  you  want  to  see  your  soldiers 
doing  things  to  gain  their  independence.  When  you  no 
longer  expect  others  to  handle  your  challenges,  it  makes 
you  more  self-motivating  and  gives  you  a sense  of  self- 
worth  and  security. 

The  interdependent  stage  is  when  the  training  has 
increased  the  confidence  level.  The  leader  and  soldier 
can  work  cooperatively  together.  Once  this  stage  of 
maturity  has  been  obtained  the  work  efforts  multiply  in 
ways  that  cannot  be  explained  by  simple  mathematics. 
The  teamwork  is  amplified,  and  relationships  of  all  the 
players  are  bonded  to  one  goal,  mission  box.  Station 
commander,  when  interdependent  happens  to  all  your 
recruiters,  your  team  will  develop  teamwork  and  cohe- 
siveness. 

A station  commander  exercise 

When  building  and  developing  your  unit 
or  station  as  a team  you  must  adhere  to  the 
basic  be,  know,  do.  Be  deals  with  the  inner 
qualities  of  the  team  and  its  members  and 
their  commitment  to  being  part  of  the  team. 

Know  is  the  knowledge  of  the  station  com- 
mander and  each  team  member.  What  the 
soldier  knows  about  his  or  her  profession  makes 
a difference  between  winning  and  losing.  Do 
is  the  concrete  expression  of  who  they  are  and 
how  well  they  are  trained. 

List  three  things  you  can  do  in  your  station 
under  the  be,  know,  do  concept  to  improve 
your  team  performance.  As  leaders,  we  must 
retain  unquestionable  control  without  alien- 
ating soldiers.  Firmness  of  direction  and  re- 
spect for  his  or  her  soldiers  will  help  the  leader 
direct  the  entire  unit  toward  mission  accom- 
plishment. The  following  actions  are  important 
for  the  leader  during  this  stage. 

□ Listening  and  exlaining. 

□ Establishing  a clear  line  of  authority 
and  stating  why. 

□ Why  are  developing  soldiers  and 
setting  station  goals  important? 


Skills,  the  how  to 

Skills  — Station  commanders  are  the  primary 
trainers  of  their  team.  They  are  responsible  for  every- 
thing that  happens  or  fails  to  happen.  Station  command- 
ers form  the  habits  of  their  team,  the  habit  to  start  each 
RSM  with  the  end  results  in  mind  — mission  box. 

This  line  of  thinking  can  be  contagious,  addictive 
and  the  sense  of  urgency  moves  through  the  station. 

This  will  bring  about  the  win-win  attitude  that  is  the 
combination  of  knowledge,  attitude  and  skills. 

Skills  are  developed  through  training  the  members 
of  your  team  individually  instead  of  training  as  a unit. 
When  we  talk  about  skills,  a lot  of  things  come  to  mind 
in  recruiting.  The  most  common  is  sales,  because  that  is 
what  we  do.  As  recruiters,  we  sell  an  intangible  product 
that  requires  a special  skill. 

The  skills  of  controlling  our  habits  are  the  ones 
that  make  us  effective.  We  sometimes  panic  at  that  rare 
last  minute  DEP/DTP  loss  or  when  the  qualified  and 
not  enlisted  applicant  arises. 

The  skill  of  managing  these  kinds  of  situations  and 
the  training  of  recruiters  must  be  enforced.  This  equates 
to  good  habits  and  decision  making  which  makes  a 
cohesive  team. 

As  leaders  and  noncommissioned  officers  of  this 
command,  we  must  do  a self-evaluation  of  our  habits 
and  how  they  affect  our  performance  and  mission. 

A company  exercise 

What  are  some  things  we  can  do  to  help 
station  commanders  and  recruiters  handle  and 
have  effective  skills  when  these  situations 
occur? 

□ Continuous  operation 

□ Panic,  DEP/DTP  loss 

□ Rumors 

The  bottom  line  is  we  all  are  affected  by  the  habits 
we  have  adopted,  and  they  can  make  us  successful  or 
never  allow  us  to  win.  We  must  concentrate  on  the 
habits  that  cause  us  not  to  win  and  share  habits  that 
make  us  successful  with  our  peers  and  subordinates. 

In  this  article,  we  have  talked  about  the  habit  and 
what  makes  up  a habit.  If  you  are  doing  the  same  thing 
every  RSM  and  you  are  not  making  mission,  obviously 
you  need  to  do  something  differently. 

How  about  creating  new  habits  that  will  make  you 
successful?  " 
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Awareness  creators  or 
lead  generators? 


The  Golden  Knights  usually  start  their  aerial  demonstration  by  jumping  with  the 
American  flag. 


by  Tom  Tiernan,  USAREC  A&PA 

Are  they  awareness  creators 
or  lead  generators? 

That’s  the  question  that  seems  to 
come  up  whenever  you  talk  with 
recruiters,  commanders,  and  other 
about  the  US  Army  Parachute  Team 
(USAPT),  better  known  as  the  Golden 
Knights. 

The  answer  to  the  question  is  both. 
In  fact,  the  Golden  Knights’  impact  in 
an  area  can  extend  beyond  awareness 
and  lead  generation,  as  a Des  Moines 
Battalion  station  discovered  last  July. 
The  recruiters’  reaction  was  captured 
in  their  after-action  report. 

“The  Dubuque  Recruiting  Station 
sponsored  a two-day  event  (featuring 
the  Golden  Knights)  to  enhance 
recruiting.  My  recruiters  and  I were 
exposed  to  27  COIs  (centers  of 
influence)  and  over  150,000  people 
that  came  to  the  show.  We  did  radio 
advertising  and  live  remotes  to  get  our 
message  out  three  weeks  prior  to  the 
event. 

“The  station  commander  will  be 
having  lunch  with  the  mayor  as  a 
direct  result  of  the  show.  He  (the 
mayor)  is  interested  in  our  recruiting 
activities.  The  recruiting  station  and  its 
recruiters  generated  interest  with 
approximately  100  people  and  gained 
37  new  leads.  The  first  lead  will  be 
joining  the  Army  on  10  July.  The  next 
hot  lead  was  interviewed  in  detail  and 
also  has  great  interest  since  the 

Last  year  the  Golden 
Knights  appeared 
before  more  than  i 0 
million  people  all 
across  the  country. 


show.. ..This  was  the  best  recruiting 
event  I’ve  been  a part  of.” 

How  much  impact  the  Golden 
Knights  have  on  the  local  recruiting 
effort  depends  upon  the  support  they 
receive  from  the  battalion,  especially 
the  recruiters,  in  the  area  where  they 
will  perform. 

Last  year  the  Golden  Knights 
appeared  before  more  than  10  million 
people  all  across  the  country.  A 
significant  number  of  those  attending 
these  events  were  in  our  target  market. 
Additionally,  the  team  generated 
hundreds  of  newspaper  articles  and 
radio  and  television  interviews  further 
increasing  their  audience. 

During  the  1997  show  season,  the 
team  also  generated  more  than  3,000 
leads  at  air  shows  and  during  school 
presentations.  These  efforts  also 
resulted  in  at  least  28  contracts.  These 
numbers  are  expected  to  significantly 
increase  as  the  command  improves 
support  to  Golden  Knights  events. 

The  success  of  a Golden  Knights 
event  depends  upon  more  than  just  a 
great  performance  by  the  airborne 
team.  Success  begins  when  the 
battalion  operations  section, 


Advertising  and  Public  Affairs 
(A&PA)  staff,  recruiters,  and  Golden 
Knights  form  a working  team  for 
each  event. 

LTC  Dave  Stahl,  USAPT 
commander,  states  the  Golden 
Knights  will  do  everything  possible  in 
the  air  to  assist  the  recruiting  effort, 
but  once  on  the  ground,  recruiters 
must  become  integral  members  of  the 
team  in  order  for  the  recruiting  effort 
to  gain  the  maximum  possible  benefit. 

By  regulation,  each  event  featuring  a 
Department  of  Defense  aerial 
demonstration  team  (Golden  Knights, 
Blue  Angels,  or  Thunderbirds)  must 
provide  recruiters  with  free  display 
space.  Reserving  the  space  can  is 
arranged  by  the  battalion  A&PA  staff 
with  the  show  sponsor. 

The  sky  is  literally  the  limit  in  how 
the  battalion  develops  its  area.  In 
addition  to  the  standard  recruiting 
display,  the  Recruiting  Support 
Battalion  has  developed  one 
highlighting  the  Golden  Knights.  The 
A&PA  staff  may  also  be  able  to  get 
equipment  from  local  installations  or 
Army  Reserve  units  to  help  draw 
crowds  to  the  display.  Some  Golden 
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Knights  events  will  also  be  supported 
by  the  Army  Adventure  Van. 

Regardless  how 
well  the  Golden 
Knights  perform  or 
how  great  a display 
the  AstPA  staff 
develops, 
recruiters  must  be 
present  and 
prospecting  to 
turn  an  awareness 
event  into  a lead- 
generating activity. 

Recruiter  support  of  Golden 
Knights  events  should  begin  the  day 
the  team  arrives.  Most  air  shows  host 
media  events  the  day  prior  to  the 
actual  show.  This  may  provide 
battalions  the  opportunity  to  conduct 
Delayed  Entry  Program  (DEP) 
functions.  Some  shows  conduct 
media  shows  at  local  schools,  the 
battalion  A&PA  staff  may  be  able  to 
work  with  the  show  sponsor  to  get  a 
jump  at  a hard-to-penetrate  school. 

The  team  may  also  conduct  a tandem 
jump  with  a local  official  or  VIP 
during  this  event.  Celebrities  for 
tandem  jumps  are  nominated  by  the 
battalion  A&PA  staff  and  selected  by 
the  team  and  the  USAREC  staff. 

At  the  beginning  of  each  of  their 
shows,  the  first  jumper  carries  the 
American  flag.  Recruiters  should  be 
present  when  the  jumper  lands  to  fold 
the  flag.  The  narrator  will 
acknowledge  the  presence  of  the 
recruiters. 

After  the  Golden  Knights’ 
performance,  team  members  will 
move  into  the  crowd  and  to  the 
Army  display  to  fold  their  parachutes, 
sign  autographs,  and  talk  with 


members  of  the  audience.  Recruiters 
should  accompany  the  jumpers, 
distributing  their  business  cards  and 
Recruiter  Publicity  Item  268  “Golden 
Opportunities”  to  target-age 
prospects.  This  is  where  air  shows  and 
public  events  turn  into  lead  generators. 

Whenever  possible,  the  Golden 
Knights  will  remain  in  an  area  to 
support  the  local  recruiting  effort  by 
visiting  schools  or  participating  in  local 
events.  During  their  recruiting  support 
days  (RSD),  the  most  effective  use  of 
the  team  is  in  schools.  The  ideal 
situation  is  to  have  the  team  jump  into 
one  high  school  in  the  morning  and 
then  break  up  into  three  speaking 
teams.  One  team  remains  at  the  school 
while  the  two  remaining  teams  visit 
other  schools  in  the  area.  Whenever 
possible,  attendance  at  school 
presentations  should  be  in  classrooms 
and  with  mandatory  attendance.  The 
day  closes  with  a late  afternoon  or 
evening  jump  into  a local  event  such  as 
a sporting  event. 

What  can  the  Golden  Knights  do 
for  recruiters  and  recruiting?  In 
addition  to  generating  38  leads  during 
a three-day  stay  in  the  Great  Lakes 
Battalion  last  summer,  the  team’s 
effect  on  the  recruiting  effort  was 


summed  up  by  the  battalion  A&PA 
staff  this  way: 

“This  jump  was  into  a high  school  in  a 
rural  community.  . . . Directors  of 
the  Michigan  High  School  Athletic 
Association  were  impressed  with 
our  involvement  in  rural  communi- 
ties. This  small  event  could  open 
doors  throughout  the  state  of 
Michigan. 

“This  team  was  uniquely  superb. 
Individual  soldiers  impressed  many 
COIs  (centers  of  influence)  after 
each  performance.  At  each  loca- 
tion, the  civilians  in  charge  wanted 
to  know  when  the  team  could 
return. 

“The  Army’s  image  was  given  a big 
boost  for  the  better.” 

To  say  the  Golden  Knights  are 
popular  with  the  American  public  is 
an  understatement.  There  were  more 
than  170  requests  for  the  team  for  the 
1998  show  season,  almost  three 
requests  for  every  available  weekend. 
As  the  Golden  Knights  and  recruiters 
work  more  closely  together,  the 
command  will  gain  event  greater 
benefits  from  our  airborne 
ambassadors. 


USAREC  commanding  general  MG  Mark  R.  Hamilton  was  an  eager  participant  in  the 
tandem  jumps  at  Yuma  Proving  Ground  in  February,  here  accompanied  by  GK  team 
member  SSG  Kevin  Mundy.  (US  Army  photo) 
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Jumping  in  tandem 

with  the  Golden  Knights 


by  SSG  Keith  Richardson,  Golden 
Knights  PAO 

Yuma  Proving  Ground,  Ariz.  — 

Everyday,  US  Army  recruiters  are 
entrusted  with  the  monumental 
responsibility  of  enlisting  quality 
soldiers  for  the  sustentation  of  the 
American  fighting  force.  Recently, 
they  were  asked  to  place  their  own 
confidence  in  a group  of  fellow 
soldiers,  members  of  the  United 
States  Army  Parachute  Team,  as  the 
recruiters  prepared  to  exit  an  aircraft 
at  12,500  feet. 

During  the  month  of  February,  the 
soldiers  traveled  to  the  USAPT’s 
winter  training  site  at  Yuma  Proving 
Ground,  Ariz.,  to  assist  the  Golden 
Knights  in  their  new  tandem 
orientation  program  (TOP).  The 
TOP  allows  tandem  parachute  jumps 
with  selected  passengers,  providing 
them  the  opportunity  to  experience  a 
parachute  jump  with  the  USAPT. 

USAPT  commander,  LTC  David 
T.  Stahl,  said  the  idea  arose  from  a 
meeting  between  the  Golden  Knights 
and  the  United  States  Army  Recruiting 
Command’s  leadership. 

“First,  we  thought  that  this  was  an 
excellent  idea  because  it  provided  a 
way  for  the  Golden  Knights  and  the 
recruiters  to  get  to  know  each  other,” 
Stahl  said.  “Second,  it  gave  USAREC 
through  this  training  an  opportunity  to 
reward  noncommissioned  officers 
who  are  doing  a great  job.” 

He  said  that  he  hopes  the  news  of 
the  program  spreads  and  will  serve  as 
an  incentive  for  recruiters,  who  may 
want  to  attend  future  winter  training 
with  the  team.  Fifteen  recruiters 
attended  this  year’s  training. 

SSG  Angel  Burgos,  a recruiter  at 
Erie  (Pa.)  RS,  said  before  jumping 
with  the  Golden  Knights,  his  most 


Golden  Knight 
SFC  Hollar  (top) 
tandeming  SSG 
Angel  Burgos.  (US 
Army  photo) 


daring  escapade  amounted  to 
speeding  down  the  highway. 

Recruiting  Support  Battalion’s  SFC 
Vincent  Boyd  said  that  he’d  seen  the 
Golden  Knights  on  television,  and  he 
always  wanted  to  try  parachuting. 

Both  soldiers  confessed  their  worst 
training  moments  were  in  the  aircraft 
before  the  jump. 

“It  gives  you  a lot  of  time  to  think 
about  whether  this  is  the  thing  that  you 
should  do  or  not,”  Burgos  said. 

Boyd  said  that  it  gave  him  time  to 
question  the  reliability  of  the  tandem 
equipment. 

“I  kept  wondering  what  if  the 
straps  break,”  he  said.  “What  is  going 
to  stop  me  from  going  through  the 
ground?” 

“Before  meeting  the  Golden 
Knights,  I thought  people  who 
jumped  out  of  airplanes  had  a few 
loose  screws  in  the  head,”  he  said. 
“When  I was  out  there  freefalling,  it 
was  the  best  thing  that  I’ve  ever  done 
in  my  whole  life. 

“The  best  part  is  exiting  the 
airplane,  and  you  start  freefalling.  You 
look  at  all  the  beauty  that’s  out  there. 
It’s  the  most  beautiful  thing  that  you’ve 
ever  seen  in  your  whole  life.” 

Until  training  with  the  team,  Boyd’s 
jumps  consisted  of  helicasting,  diving 
from  a helicopter  into  the  water, 
during  French  commando  school. 

“I  thought  nothing  would  come 
close  to  that,  but  this  definitely 
surpassed  it  by  a long  shot,”  he  said. 


“I  like  being  up  there  looking  around. 
It’s  a great  feeling.” 

Boyd  also  hinted  that  he  might  start 
skydiving  on  his  personal  time. 

While  the  recruiters  felt  rewarded 
for  such  an  experience,  they  also  took 
advantage  of  an  ideal  opportunity  to 
bridge  the  gap  between  the  recruiters 
and  the  team’s  demonstrators. 

“This  is  a great  thing  for  us,” 

Burgos  said.  “We  know  who  the 
Golden  Knights  are.  We  know  their 
needs  and  how  we  can  meet  them 
when  they  come  to  schools  in  our 

33 

area. 

Gold  Demonstration  Team  Leader 
and  tandem  instructor  SFC  Shane 
Hollar  said  training  with  the  recruiters 
was  a mutually  beneficial  endeavor. 

“It  gives  the  recruiters  a firsthand 
knowledge  of  who  the  Golden 
Knights  are,  what  we  do  and  how  we 
go  about  doing  our  business,”  he  said. 
“It  gives  us  a chance  to  talk  to  them, 
find  out  more  about  them  and  what 
their  jobs  entail. 

“The  program  worked  out  really 
well.  I think  most  of  the  recruiters 
who  came  out  here  left  with  a better 
working  knowledge  of  the  Golden 
Knights’  mission  and  what  we  can  do 
to  help  them  in  the  recruiting  effort.” 
“Congratulations  to  all  the 
recruiters  who  participated  in  the 
program,”  Stahl  said.  “Without  them 
the  program  could  not  have  taken 
off.”  W; 
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The  Camouflaged  Path 
— The  Few.  The  Proud. 

The  Employable? 


When  it  comes  to 
vocational-technical 
skills,  the  Army  touts 
more  than  300 
occupational  specialties 
in  which  it  trains  its 
soldiers  — from  aircraft 
electrician  to 
respiratory  specialist  — 
and  surveys  show  that 
employers  like  hiring 
military  alumni.  Could 
school  do  a better  job 
of  communicating  this 
postsecondary  option 
to  students? 

by  Marlene  Lozada,  Techniques 
Associate  Editor 

(Reprinted  with  permission from 
Techniques  magazine,  February  1998, 
copyright  American  Vocational  Association) 

What’s  the  difference  between 
enlisting  in  the  military  and  enrolling  in 
vocational-technical  school?  The 
worlds  aren’t  so  far  apart  as  they  may 
seem.  Discount  the  buzz  cut  and 
camouflage  — and  those  enormous 
combat  boots.  Never  mind  the  initial 
two-  to  four-year  commitment  during 
which  you  answer  to  Uncle  Sam 
before  your  mother. 

Skip  the  ritual  and  cut  right  to  the 
training  and  you’ll  find  that  both 
military  and  civilian  vocational 
education  programs  strive  for  the 


same  results  — skilled,  employable 
human  resources.  Sometimes  the 
military’s  approach  works  even  better 
than  that  of  traditional  public 
education. 

In  1990  the  U.S.  Army  Research 
Institute  contracted  HumRRO 
International,  Inc.  — an  independent 
research  company  — to  survey  more 
than  6 million  American  businesses. 
HumRRO  surveyed  employers  at 
Fortune  500  companies,  mid-sized 
businesses  and  small  firms  on  64 
employee  attributes. 

Army  alumni  outranked  civilian 
employees  on  dependability,  listening 
to  and  carrying  out  instructions, 
punctuality,  caring  for  company 
property,  following  company  safety 
standards,  professional  behavior, 
efficiency,  enthusiasm  and  many  other 
attributes. 

Workforce  2000  and  America ’s 
Veterans:  Report  of  the  Secretary’s 
Committee  on  Veterans’  Employment  by  the 
U.S.  Department  of  Labor  says,  “The 
veteran  by  the  year  2000  will  have 
been  exposed  to  a more  varied  job 
experience  and  required  to  obtain 
higher  technological  skills  than  the 


average  labor  force  entrant.... 
Moreover,  the  veteran  will  have 
developed  an  understanding  of  the 
need  to  maintain  good  work  habits,  to 
receive  and  comprehend  oral  and 
visual  instructions,  to  remain  drug  free 
and  to  give  substantive  and 
meaningful  reports  of  work  status.” 

Sounds  like  a great  opportunity,  but 
many  still  remember  when  joining  the 
military  was  an  unpopular  thing  to  do. 
The  Vietnam  War  soured  nearly  a 
generation  on  what  the  military  has  to 
offer.  But  now,  as  college  tuitions  rise, 
jobs  grow  more  high-tech  and  the 
military  continues  to  prove  its 
education  and  training  mettle,  signing 
up  has  climbed  the  ranks  of 
postsecondary  options. 

All  you  can  be 

The  US  Army  Recruiting 
Command  wants  young  people, 
parents  and  educators  to  know  that 
enlisting  does  not  mean  the  end  of 
education.  With  18  major  technical 
training  complexes  and  intensive 
training  programs  in  more  than  300 
military  occupational  specialties,  the 
Army  boasts  the  nation’s  largest 
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technical  training  system  - one  that 
graduates  more  than  180,000  men  and 
women  a year. 

“Joining  the  Army  is  not  a 
termination  of  education.  It’s  really  an 
extension,”  says  Brian  Labashosky, 
education  services  specialist  for  the 
U.S.  Army  Recruiting  Command. 
“There  are  so  many  options  in  terms 
of  what  we  have  to  offer  them.” 

The  occupations  listed  in  the 
Army’s  skill  training  brochure  look  a 
lot  like  the  programs  offered  at  many 
postsecondary  vocational-technical 
schools  - machinist,  radiology 
specialist,  interior  electrician,  animal 
care  specialist,  carpentry  and  masonry 
specialist  - the  butter  is  soldiers  earn 
as  they  learn.  Under  the  Montgomery 
G.I.  Bill  and  the  Army  College  Fund 
soldiers  can  earn  up  to  $40,000  for 
college  or  vocational-technical  training 
with  a four-year  enlistment.  They  have 
the  option,  depending  on  the  skill  area, 
to  attend  college  or  technical  school 
and  then  serve,  serve  and  then  attend 
college  or  technical  school,  or  do  both 
concurrently.  And  - as  the  surveys  and 
studies  show  - civilian  employers  are 
pleased  with  the  technical,  on-the-job 
training  these  veterans  have  had. 

“The  instructors  who  are  teaching 
in  Army  classrooms  have  gone 
through  rigorous  training,”  says  LTC 
Peter  Borosky,  chief  of  the  Training 
and  Education  Division  for  the  US 
Army  Recruiting  Command.  Borosky 
adds  that  instructors  have  almost 
always  completed  an  occupational 
training  program  themselves  and  then 
worked  in  that  area  before  entering 
instructor  training,  which  includes 


coursework  in  lesson  plan 
development  and  presentation 
techniques. 

Ask  for  a significant  training 
advantage  the  Army  has  over  civilian 
vocational-technical  schools  and 
Borosky  will  name  two  - focus  and 
discipline. 

“There’s  a total  focus  in  the  Army. 
Your  focus  is  learning  that  job,”  says 
Borosky,  who  once  taught  at  a junior 
college.  “If  you  don’t  get  it  the  first 
time  your  instructor  will  go  into  more 
one-on-one  instruction  with  you  to 
make  sure  you  understand.  You  must 
learn  it  and  pass  it.  ‘Whatever’  is  not 
the  case.  Army  soldiers  don’t  have  that 
option.  They  have  to  learn  it. 

“They  also  see  that  they  are 
challenged.  Until  they  enter  the  Army, 
in  some  cases,  they  may  not  have  been 
challenged  before.  There’s  quite  a 
transformation  going  on  because  they 
see  a total  dedication  to  an  ideal. 
There’s  a total  dedication  to  learning.” 

That’s  not  to  say  there  isn’t  a total 
dedication  to  learning  in  public 
vocational-technical  schools.  The 
audience  just  isn’t  as  ...  captive? 

“You  have  to  qualify  mentally, 
physically  and  morally  [to  be  in  the 
Army],”  says  Labashosky,  who  also  is 
an  Air  Force  veteran.  “It’s  a different 
world.  But  it’s  really  a cross-section  of 
the  United  States.  You  have  young 
men  and  women  coming  from  all 
over  and  becoming  a team.” 

The  Army  and  vocational 
education  also  share  the  importance 
they  give  to  many  of  those 
transferable  job  skills  employers  value 
so  much  - such  as  punctuality,  the 
ability  to  work  in  teams  and 
dependability.  In  addition  to  solid 
technical  training,  it’s  these  skills  that 
employers  tend  to  see  in  a veteran 
applicant. 


/ 

Pat  Schwallie-Giddis,  assistant 
executive  director  of  professional 
development  at  the  American 
Vocational  Association,  was  once 
liaison  to  the  Armed  Services  for  the 
commissioner  of  education  in  Florida. 
During  that  stint  she  participated  in 
Interservice  Recruiting  Command 
meetings  and  programs  and  got  to 
know,  from  a civilian  perspective,  the 
education  side  of  the  military. 

“The  major,  major  push  of  all  the 
Armed  Services  is  education,” 
Schwallie-Giddis  says.  “That’s  really 
what  they’re  all  about. 

“The  similarities  [between  the 
military  and  vocational  education]  are 
very  interesting,”  she  adds.  “My  son  is 
an  officer  in  the  Army.  He  has  said  to 
me,  ‘Mom,  the  things  you  talk  about, 
that  you’re  trying  to  promote  in 
vocational  education  are  the  same 
things  that  we  do  in  the  U.S.  Army.’ 
There  is  a connection.” 

Beyond  basic  training 

To  an  extent,  the  military  and 
vocational  education  also  share  a “less 
than”  stigma  - less  than  a four-year 
college  or  university  right  out  of  high 
school,  which  is  still  the  ideal  for  many 
administrators  and  school  board 
members  who  keep  a close  eye  on 
how  their  schools  and  school  districts 
measure  up  statistically. 

Schwallie-Giddis  agrees  this  may 
still  be  the  case  in  some  instances,  but 
she  says  the  tide  of  that  opinion  is 
turning. 

“I’ve  been  working  very  closely 
with  the  National  Association  of 
Secondary  School  Principals,”  she  says. 
“My  feeling  is  that  they  are  looking 
beyond  what  used  to  be  - in  other 
words  the  old  status  quo  of  having 
every  student  go  on  to  a four-year 
college  or  university.  I think  that  good 


"Joining  the  Army  is  not  a 
termination  of  education.  It's  really 
an  extension," 

says  Brian  Labashosky,  education 
services  specialist  for  the  U.S.  Army 
Recruiting  Command. 
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principals  are  now  as  concerned  as 
anyone  about  making  sure  that  every 
young  person  has  a plan  for  what 
they’re  going  to  do  in  the  future, 
which  hopefully  will  include  some 
kind  of  additional  training  or 
education,  but  not  necessarily  [a  four- 
year]  college.” 

John  Lammel  was  a high  school 
principal  for  26  years  before  joining 
NASSP,  where  he  is  associate 
executive  director.  He  says  the  military 
option  can  be  part  of  lifelong  learning. 

“The  idea  is  to  recognize  that 
students  need  to  be  continuous 
learners,”  Lammel  says.  “High  schools 
need  to  be  sure  [students]  are 
prepared  to  go  on  to  the  next  stage 
of  life  after  graduation,  be  it  career  or 
family  or  whatever  ...  . The  military  is 
certainly  one  of  those  options.  It  can 
be  an  excellent  stage  of  learning.” 

Borosky  says  administrators  can 
have  their  cake  and  eat  it  too  if  they’re 
worried  about  supporting  an  indirect 
route  to  college.  The  Army  offers  the 
Concurrent  Admission  Program, 
which  allows  active-duty  soldiers  (or 
those  in  the  National  Guard  or 
Reserves)  to  enroll  in  college  but  defer 
classes  for  up  to  two  years  after  their 
discharge.  About  1,500  U.S.  colleges 
and  universities  participate  in  this 
program. 

“High  schools  can  use  those  figures 
as  the  basis  for  their  statistics,” 

Borosky  says.  “A  student  can  be  in  the 
Army  for  three  years  while  he’s  also 
enrolled  at  the  University  of  Texas, 
for  example.  The  universities  like  [the 
program]  because  when  students 
come  out  of  the  Army  they  have 
money,  so  they  don’t  have  to  worry  as 
much  about  student  loans.” 

Options  like  these  are  part  of  what 
school  counselors  should  be 
informing  young  people  about,  says 
Schwallie-Giddis,  who  joined  AVA 
from  the  American  Counseling 
Association,  where  she  was  associate 
executive  director. 

“I  think  it’s  really  important  that 
every  counselor  understand  what  the 
opportunities  are  in  the  military  and 
that  they  make  that  a known  option 
for  every  young  person,”  she  says. 

“In  many  states  the  military  will 
come  in  and  speak  to  groups  of 


counselors.  That’s  one  of  the  things 
that  I did.  I brought  them  into  all  of 
the  counseling  association  conferences 

— regionally,  statewide  and  nationally 

— to  talk  about  the  opportunities  in 
the  military  so  that  every  counselor  did 
know  about  it.” 

Armed  Services  recruiters  do  much 
of  their  own  career  counseling  with 
young  people  and  traditionally  have 
had  a large  presence  in  high  schools, 
especially  as  graduation  time 
approaches.  However,  many  recruiters 
work  with  counselors  to  get  their 
message  out  to  students. 

“The  military  prefers  to  come  in 
and  work  with  the  counselors,”  says 
Schwallie-Giddis.  “They  do  the 
administration  of  the  ASVAB  (Armed 
Services  Vocational  Aptitude  Battery) 
test,  but  they  encourage  the  counselors 
to  be  there  when  they  do  the 
interpretation  so  the  counselors  know 
and  understand  what  that  all  means. 

“All  the  military  services  are  very, 
very  eager  to  work  with  counselors 
and  provide  them  with  information. 

If  counselors  aren’t  getting  that 
information  it’s  because  they’re  not 
asking  for  it.” 

Military  intelligence 

Each  branch  of  the  Armed  Forces 

— Army,  Navy,  Air  Force,  Marine 
Corps  and  Coast  Guard  — has  its 
own  education  system.  The  Army’s, 
however,  is  the  largest  of  the  five  with 
nearly  490,000  active  duty  personnel. 
Each  branch  also  offers  unique  college 
benefit  programs  and  occupational 
programs. 

All  of  the  Armed  Forces  do  a lot 
to  advertise  their  programs  - 
recruiters  in  schools,  radio  and 
television  commercials,  various 
Internet  sites  - but  Schwallie-Giddis 
says  that  vocational-technical  schools 
and  programs  might  consider  playing 
a more  active  role  in  educating  their 
students  about  career  opportunities  in 
the  military. 

“Typically  vocational  schools  have 
not  been  as  involved  with  the  military 
because  young  people  make  the 
decision  out  of  high  school  that 
they’re  either  going  to  go  into  the 
military  or  they’re  going  to  go  to  a 
community  college,  technical  school  or 


university.  The  truth  of  the  matter  is 
a lot  of  people  now  actually  may  go 
to  one  of  those  and  then  switch.  So 
we’re  probably  missing  the  boat  if  we 
don’t  have  the  military  working  more 
closely  with  the  vo-tech  centers.” 

The  U.S.  Army  Recruiting 
Command  is  a member  of  the  AVA 


School-to-Work  Partners,  a national 
coalition  of  business  and  education 
leaders  in  support  of  improving 
America’s  schools  and  workforce.  The 
Defense  Manpower  Data  Center, 
which  maintains  ASVAB  data  for  the 
Armed  Forces,  also  is  a partner.  AVA 
also  invites  the  military  branches  to 
speak  at  national  conferences  and 
workshops.  Vocational-technical 
schools  should  follow  that  lead, 
Schwallie-Giddis  suggests. 

“Vocational  schools  probably  could 
do  more  in  terms  of  also  inviting  in 
the  military  and  asking  them  about  the 
same  job  skills,  the  transferable  kinds 
of  skills,”  she  says.  “[Teachers  might 
ask,]  ‘What  are  the  things  you  learn  in 
the  military  that  we  should  also  be 
teaching  our  people  to  get  prepared 
for  other  jobs?’  There  is  a lot  of 
similarity.” 

Labashosky  agrees.  “The  Army 
offers  not  only  skill  training,  but  the 
social  skills,  teamwork  and  leadership 
training  - all  those  factors  employers 
look  for.  You  gain  that  experience  and 
you  get  high-tech  training  on  top  of 
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Professional  and 
Personal  Relationships: 


by  LTC  Frederick  N.  Garland, 
Command  Psychologist 

Relationships  between 
people  are  complicated. 
Often,  what  you  see  is  not 
what  you  get!  Or  perhaps 
we  should  say,  “What  you 
think  you  see  is  not  what 
you  get.” 

We  often  don’t  see  people  accurately. 
Many  of  us  have  fallen  madly  in  love  with 
someone  after  the  first  date,  only  to  find 
out  later  that  they  weren’t  the  ideal  man  or 
woman  we  thought  they  were.  Many  of  us 
have  also  developed  an  instant  dislike  for 
someone  that  we  later  found  to  be  an 
“okay”  person.  How  does  this  happen?  We 
all  tend  to  see  others  through  our  own 
feelings,  needs,  and  experiences.  When 
we’re  angry,  we’re  more  likely  to  see  other 
people  disrespecting  us.  When  we’re  lonely, 
we  can  easily  convince  ourselves  that  we’ve 
found  the  perfect  mate.  And  occasionally, 
we  run  into  that  person  who  reminds  us 
of  someone  in  our  past  and  we  begin  to 
interact  with  them  as  if  they  had  the  same 
characteristics. 

Transference 

Psychologists  call  this  transference.  It  is  a 
powerful  dynamic  in  relationships  that 
causes  us  to  distort  our  picture  of  other 
people  based  on  our  own  feelings,  needs 
and  experience.  The  more  intense  the 
feeling,  the  greater  the  need,  the  more 
significant  the  experience,  the  more  likely  it 
is  that  the  relationship  will  be  distorted. 

Why  is  this  important  to  recruiters? 

First,  transference  distorts  the  perceptions 
of  the  recruiter.  Your  assessment  of  a 
prospect’s  character,  interests,  and  interper- 
sonal style  is  the  foundation  of  recruiting. 
For  example,  you  may  encounter  a prospect 
who  is  similar  to  a good  friend  in  high 
school.  Even  though  you  don’t  consciously 


acknowledge  the  similarities,  you  interact 
with  them  in  a more  familiar  way.  You 
assume  things  about  their  likes  and  dislikes 
that  describe  your  friend  but  not  the 
prospect,  and  you  try  to  sell  the  Army 
based  on  what  you  assume  that  prospect 
wants.  It’s  not  likely  that  you’ll  put  that 
prospect  in  boots. 

Second,  transference  dynamics  can  affect 
your  judgment.  It  makes  sense  that  if  your 
relationship  with  someone  is  distorted, 
then  the  decisions  based  on  that  relation- 
ship are  distorted  as  well  — and  often 
wrong.  For  example,  you  are  attracted  to 
someone  and  you  begin  to  interpret  every 
casual  “hello”  as  flirtation.  It’s  easy  to  see 
how  complicated  the  relationship  can 
become  when  one  person  is  attracted  to 
another  person  who  is  just  being  polite. 

Professionals  who  establish  relation- 
ships with  people  as  a means  of  helping 
them  (e.g.,  doctors,  chaplains,  teachers)  are 
well  aware  of  transference.  They  know  that 
their  “helping  relationships”  with  their 
patients,  church  members,  or  students  can 
easily  become  complicated  and  misinter- 
preted. Doctors,  chaplains  and  teachers 
sometimes  do  become  attracted  to  a 
particular  patient,  parishioner,  or  student. 
Patients,  parishioners,  and  students  do  “fall 
in  love”  with  their  doctors,  chaplains,  and 
teachers.  But  they  don’t  fall  in  love  with  the 
person,  they  fall  in  love  with  the  image. 


This  occurs  because  in  the  process  of 
helping  people,  these  professionals  become 
involved  in  the  lives  of  those  they  help, 
often  coming  to  know  intimate  details 
about  the  lives  of  their  patients,  members, 
or  students.  That  kind  of  familiarity  makes 
the  doctor,  chaplain,  or  teacher  a very 
important  person  who  takes  on  special 
status  for  the  persons  they  are  helping.  And 
every  one  of  these  professionals  is  taught 
that  it  is  their  ethical  responsibility  to 
ensure  that  the  relationship  remains 
professional.  Anything  else  is  not  only 
unethical,  it  is  criminal. 

Recruiters  are  also  professionals  in  the 
“helping  business”  who  get  to  know  their 
prospects,  applicants,  and  DEP  members 
very  well  as  they  help  them  make  major 
decisions  about  their  futures.  They  must  be 
aware  of  transference  as  well,  because  it  is 
their  responsibility  to  manage  their 
relationships  with  prospects  so  that  they 
successfully  recruit  that  individual,  and  so 
that  they  do  not  make  poor  decisions 
regarding  the  relationship. 

No  immunity 

No  one  is  immune  from  stepping  out- 
of-bounds  in  professional  relationships.  It 
can  be  as  minor  as  confiding  in  a prospect 
about  personal  problems  in  the  recruiting 
station,  or  it  could  be  as  major  as  becoming 
sexually  involved  with  a DEP  member.  It 
happens.  Ignoring  this  tendency  to  see 
other  people  through  our  own  needs  and 
emotions  has  led  professionals  like  doctors 
and  recruiters  to  become  involved  in 
relationships  that  destroyed  reputations 
and  careers;  and  more  importantly,  it  hurts 
the  trust  that  the  community  has  in 
everyone  who  is  in  the  “helping  people” 
business. 

Prospects  can  also  distort  the  relation- 
ships that  they  have  with  their  recruiters  by 
seeing  that  helping  relationship  through 
their  own  feelings,  needs,  and  experiences 
with  other  important  people  in  their  lives. 
Once  a man  or  woman  has  made  the 
decision  to  join  the  Army,  the  recruiter’s 
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Never  confuse  them 


role  changes  from  sales  to  mentoring- 
guiding  that  applicant  and  keeping  him  or 
her  “fired  up”  about  the  Army.  The 
recruiter  assumes  an  important  role  in  that 
applicant’s  life.  Think  about  it.  If  you  trust 
someone  enough  to  guide  you  into  a 
commitment  like  military  service,  doesn’t  it 
make  sense  that  you  would  tell  yourself 
that  they  are  a pretty  special  person? 

Making  a mistake 

Recruiters  can  easily  mistake  the 
admiration,  sometimes  even  hero-worship, 
for  genuine  attraction.  Applicants  who 
want  their  recruiters  to  think  that  they  are 
special  may,  through  the  transference 
dynamic,  become  attracted  to  their  recruiter. 
They  then  let  their  recruiter  know  in  a 
variety  of  ways  that  the  applicant  thinks  the 
recruiter  is  special.  This  is  the  same  “game” 
that  young  people  play  all  the  time  when 
they  flirt  with  each  other.  So  to  them  it 
seems  innocent  enough.  But  it  is  not  the 
same  as  the  courtship  that  we  engage  in  as 
mature  adults  when  we  are  attracted  to 
someone.  The  admiration  may  feel  genuine 
and  the  invitation  is  real,  but  the  attraction 
is  to  an  image,  not  to  the  real  person  who 
is  simply  trying  to  help  the  applicant  get 
into  the  Army.  If  the  recruiter  is  not  aware 
of  this  dynamic,  he  or  she  can  become 
involved  in  a personal  relationship  with  a 
prospect,  applicant,  or  DEP  member  in 
violation  of  the  Recruiter’s  Code  of  Ethics, 
which  often  results  in  a Uniform  Code  of 
Militaryjustice  (UCMJ)  action.  A personal 
relationship  between  a recruiter  and  a 
prospect  is  a tragedy  waiting  to  happen. 

Let  me  insert  a comment  here.  In  this 
discussion,  we  are  talking  about  the  decent 
recruiter  who  blurs  the  boundaries  between 
professional  relationships  and  personal 
relationships  because  they  fall  for  the  image. 
In  every  profession  there  are  also  those  few 
individuals  who  are  predators  using  their 
professional  role  as  a means  of  finding 
people  to  victimize  by  actively  seeking  a 
personal,  usually  sexual,  relationship.  In 
recruiting,  these  are  in  fact  criminals 
impersonating  soldiers  and  have  no  place  in 
our  Army. 


Avoid  the  trap 

So  how  do  recruiters  protect  them- 
selves from  falling  into  the  transference 
trap?  First,  recognize  that  if  you  work 
with  people,  you’re  going  to  meet  some 
people  who  affect  you  personally.  They 
may  be  there  in  your  station  when  you 
are  going  through  a difficult  time  and 
need  a friend,  or  they  may  be  there  when 
you  feel  on  top  of  the  world  and  want 
someone  to  share  that  good  feeling  with 
you.  They  may  remind  you  of  someone 
who  was  very  significant  to  you.  They 
may  become  infatuated  with  you  for 
reasons  that  you  may  never  understand. 

Be  aware  of  this  dynamic  and  make  sure 
that  every  professional  relationship 
remains  just  that  — professional. 

Second,  recognize  when  you  are  most 
vulnerable  to  the  effects  of  transference. 

You  are  most  vulnerable  when  you  have 
problems  in  your  professional  or  personal 
life.  Professional  burnout,  family  strife, 
emotional  instability,  and  substance  abuse 
are  all  signs  of  increased  vulnerability  to 
making  poor  decisions  about  your 
relationship  with  a prospect.  That  is  when 
you  are  most  likely  to  look  for  a new 
relationship  that  will  make  you  feel  better 
about  yourself.  Your  needs  make  you 
misjudge  the  behaviors  of  others  or  they 
make  you  encourage  the  behavior  you  want 
to  see.  For  example,  you  might  tell  war- 
stories,  look  dejected,  or  flirt  when  you 
need  someone  to  look  up  to  you,  comfort 
you,  or  make  you  feel  good  about  yourself- 
often  without  being  aware  of  what  you  are 
doing.  But  as  professionals,  we  have  to  be 
aware  of  what  we  are  doing  with  the  people 
that  we  have  pledged  to  help. 

Finally,  practice  good  “buddy-aide.”  Be 
aware  of  the  behavior  of  fellow  recruiters: 
the  recruiter  who  talks  about  his  personal 
life  with  a prospect,  the  recruiter  who 
extends  the  appointment  time  with  a DEP 
member  just  so  they  can  chat,  meetings  at 
odd  hours  and  at  places  that  are  less  public 
than  the  school  or  the  station,  or  touching 
an  applicant  or  allowing  the  applicant  to 
touch  the  recruiter  in  “comforting”  ways. 


The  admiration 
may  feel  genuine 
and  the  invitation 
is  real,  but  the 
attraction  is  to  an 
image,  not  to  the 
real  person. 

While  these  may  be  innocent  gestures, 
they  also  run  the  risk  of  redefining  the 
relationship,  and  that  can  be  the  first  step 
towards  a personal  relationship  that  has 
no  place  in  recruiting.  If  you  have 
concerns  about  another  recruiter,  talk  to 
him  or  her.  This  isn’t  a game  of  “Gotcha!” 
It  is  what  professionals  do  to  protect  their 
colleagues  from  ethical  violations  and  to 
protect  the  reputation  of  their  profession. 

Be  professional 

The  NCO  Creed  begins:  “No  one  is 
more  professional  than  I am.”  That’s  both 
praise  and  a warning.  Every  professional 
knows  that  their  title  carries  a special  status 
and  responsibility.  People  who  allow  you  to 
help  them  make  decisions  about  their 
future  see  you  as  having  considerable 
power.  You  represent  a life-style  that  many 
prospects,  especially  young  men  and 
women,  see  as  intriguing.  Their  view  of  the 
Army  comes  from  jazzed-up  advertise- 
ments that  make  your  experiences  seem 
pretty  exotic  compared  to  life  in  Home- 
town, USA. 

You  are  a unique  person  who  has  the 
power  to  make  them  unique  too.  The 
American  people  trust  us  to  do  just  that 
with  their  sons  and  daughters.  To  betray 
that  trust  is  the  most  serious  violation  of 
your  professional  ethics  that  can  occur.  It  is 
not  just  a personal  betrayal,  it  is  a betrayal 
of  fellow  soldiers,  and  undermines  the 
confidence  that  America  has  in  its  military. 
No  profession  can  tolerate  a violation  of 
that  trust  and  survive. 
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The  Way  I See  It 


/ 


All  “The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly.  Those  that  are  signed  and  include  a phone  number 
will  receive  a phone  call  within  48  hours  of  receipt.  Those  with  addresses  will  receive  a written  response  approximately  three  weeks  from  receipt. 


A recruiter  writes: 

I have  a question  that  hopefully  you 
can  help  me  with.  While  visiting  a 
school,  I noticed  a Marine  Corps 
magazine  in  their  library.  At  first  I 
thought  a Marine  recruiter  had  brought 
it  in,  but  it  must  have  been  a subscrip- 
tion because  it  was  mailed  directly  to 
the  school’s  library. 

The  Marine  Corps  magazine  seemed 
to  be  looked  at  as  much  as  the  other 
magazines  in  the  rack.  What  a great  way 
to  advertise  the  Army.  I have  seen  in  the 
Soldiers  magazine  that  it  has  a sub- 
scription offer.  The  question  that  comes 
to  mind  is,  could  we  use  Soldiers 
magazine  in  our  recruiting  efforts.  What 
a way  to  show  the  Army  in  a wider 
scope  that  would  appeal  to  many.  And 


we  definitely  don’t  want  to  let  the 
Marine  Corps’  effort  to  go  unan- 
swered. 

This  doesn’t  appear  to  be  extremely 
costly  either.  According  to  Soldiers,  an 
individual  subscription  costs  $24.00  a 
year.  Maybe  something  could  be 
worked  out  to  reduce  the  cost  since 
the  school  would  only  need  nine 
issues. 

Is  it  possible  for  this  to  be  funded 
so  it  could  be  used  as  a recruiting  tool? 

Chief  of  Staff  responds: 

Thank  you  for  the  suggestion  you 
sent  through  the  Recruiter  Journal 
that  Soldiers  magazine  could  be  an 
effective  advertising  tool  if  sent 
directly  to  high  school  libraries  across 
the  country.  We  concur  with  your 
suggestion. 

Preliminary  investigations  show  that 
this  can  be  accomplished,  but  the  cost 
of  doing  so  is  still  being  estimated.  It 
cannot  be  accomplished  before  the  end 
of  this  school  year,  but  if  it  is  not 
cost-prohibitive,  we  should  be  able  to 
set  it  up  to  begin  by  October  1998.  If 
it  is  too  expensive  to  send  each 
month’s  issue  during  the  school  year, 
we  can  at  least  have  the  Soldiers 
Almanac  issue  sent  to  every  high 
school  library  which  would  establish 
an  Army  presence. 

In  the  meantime,  I have  a sugges- 
tion for  you.  You  and  all  the  other 
recruiters  should  have  just  received 
your  copies  of  the  1998  Soldiers 
Almanac  in  February,  with  a recruit- 
ing advertisement  on  the  back  cover. 
You  could  take  one  to  the  librarian  in 
each  school  for  which  you  are  respon- 
sible and  present  it  as  a gift  and 
explain  that  the  school  may  receive  a 
free  copy  again  next  year,  courtesy  of 
the  US  Army.  That  would  put  the 
almanac  issue  of  Soldiers  into  the 


libraries  right  now  and  also  cast  you  in 
the  role  of  giving  the  school  something. 

Thank  you  for  the  excellent  sugges- 
tion and  for  your  participation  in 
USAREC’s  “The  Way  I See  It”  pro- 
gram. Please  continue  to  let  us  know 
how  we  can  better  support  recruiters. 

For  further  information  contact  Louise 
Eaton,  commercial  (502)  626-0169. 

A Recruiter  writes: 

The  entire  concept  to  my  under- 
standing is  that  senior  Saturday  is  for 
students  to  avoid  missing  school. 
Wouldn’t  it  be  great  if  they  could  have 
same  day  processing  so  they  wouldn’t 
have  to  leave  school  early  on  Friday  to 
ASVAB?  I have  requested  this  several 
times  but  to  no  avail.  I don’t  want  to 
work  on  Saturday  either,  but  if  it  gets 
someone  in  boots  we  all  benefit. 

Chief  of  Staff  responds: 

I appreciate  your  comments  through 
the  Recruiter  Journal  regarding  same 
day  Saturday  processing. 

After  conferring  with  headquarters 
US  Military  Entrance  Processing 
Command,  it  was  determined  that 
money  was  the  issue.  In  order  to  allow 
for  same  day  processing  on  Saturdays,  it 
would  require  that  civilian  overtime  be 
requested  and  approved  in  advance. 

To  justify  such  a request,  each 
Military  Entrance  Processing  Station 
(MEPS)  would  make  their  request 
separately  to  feasibly  determine  the 
amount  of  money  it  would  cost  to  write 
a contract,  when  paying  the  overtime. 
The  cost  of  this  operation  would  have 
an  effect  on  the  entire  budget  and  could 
jeopardize  other  support  functions  that 
we  take  for  granted. 

Bottom  line,  it  is  more  effective  to 
plan  an  individual’s  testing  prior  to 
continued  processing  at  the  MEPS. 
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Vision  implies  change.  Change  is  upon  us.  We  are 
better  off  to  participate  in  change  and  to  help  shape  it 
than  to  be  dragged  along  by  change.  You  can  help  shape 
the  future  and  make  it  better.  You  know  your  job  better 
than  anyone.  What  are  your  ideas  for  improving  opera- 
tions? Share  them  on  the  space  below  and  mail  this 
according  to  the  instructions  on  the  back  of  this  form, 
postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support  staff, 
and  family  members  are  encouraged  to  use  this  space  to 
voice  ideas  and  concerns.  If  you  desire  a direct  response 
to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  not  required. 


Dear  Chief  of  Staff: 


Teamwork:  Working  together  as  a team,  we  can  Command.  All  forms  are  mailed  to  and  received  directly 

accomplish  more  than  working  as  individuals.  Share  by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 

your  vision  for  the  future  of  the  US  Army  Recruiting 


HQ  USAREC  Fm  1825,  Rev  1 Feb  96  (Previous  editions  are  obsolete.) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 
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NO  POSTAGE 
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IF  MAILED 
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UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121-9972 


What  you  should  know  about 

...  gun  control 

—The  Lautenberg  Amendment 
and  Its  Impact  Upon  USAREC 


by  James  Weise,  USAREC  Staff 
Judge  Advocate  Office 

The  Lautenberg  Amendment  to  the 
Gun  Control  Act  (also  known  as  “The 
Brady  Bill”)  is  receiving  much 
attention  as  it  affects  both  applicants 
and  soldiers,  as  well  as  Federal  civilian 
employees.  A recently  submitted  letter 
to  The  Way  I See  It  referred  to  the 
Lautenberg  Amendment  as  “dumb”; 
whether  it  is  or  not,  it  is  the  law.  Let 
us  look  at  what  exactly  the  law  says 
and  does  and  how  it  affects  us  in 
USAREC  and  the  Army. 

When  Congress  passed  the 
Lautenberg  Amendment  in  1996,  its 
basic  intent  was  to  create  a law 
reflecting  this  country’s  displeasure 
with  those  who  physically  abuse  their 
children,  spouses,  and/or  domestic 
partners.  Congress  at  the  time  was 
likely  not  thinking  about  the  impact 
the  law  would  have  on  the  military. 
Essentially,  the  Lautenberg 
Amendment  makes  it  a crime  for  a 
person  who  has  been  convicted  of  a 
misdemeanor  crime  of  domestic 
violence  to  ship,  transport,  possess,  or 
receive  firearms  or  ammunition. 

How  does  that  affect  us  in 
USAREC?  First,  regarding  our 
recruiting  duties,  it  means  that 
applicants’  records  must  be  examined 
closely.  Because  of  the  way  the  law  is 
written,  certain  offenses  that  fall  under 
the  umbrella  of  “domestic  violence” 
are  disqualifying  while  others  are  not. 
To  be  disqualified  from  processing 


into  the  Army  pursuant  to  the 
Lautenberg  restrictions,  one  must  have 
been  convicted  of  some  crime 
(regardless  of  the  exact  name  given  to 
the  offense)  that  “has,  as  an  element, 
the  use  of  physical  force,  or  the 
threatened  use  of  a deadly  weapon, 
committed  by  a current  or  former 
spouse,  parent,  or  guardian  of  the 
victim,  by  a person  with  whom  the 
victim  shares  a child  in  common,  by  a 
person  who  is  cohabiting  with  or  has 
cohabited  with  the  victim  as  a spouse, 
parent,  or  guardian,  or  by  a person 
similarly  situated  to  a spouse,  parent, 
or  guardian  of  the  victim.” 

Exactly  what  does  that  mean? 
Essentially,  an  applicant  cannot  have 
been  convicted  of  striking  his/her 
spouse,  ex-spouse,  live-in  “significant 
other,”  father/mother  of  his/her 
child,  his/her  child,  or  a child  for 
whom  he/she  was  a guardian  or 
acting  in  the  place  of  a guardian.  In 
short,  Congress  does  not  want  people 
with  violent  tendencies  to  have  guns 
or  ammunition.  Hence,  a conviction 
for  such  types  of  offenses  prevents  an 
applicant  from  carrying  a gun  or 
ammunition.  Therefore,  such  an 
applicant  cannot  qualify  for  military 
service. 

Second,  regarding  all  soldiers  in 
USAREC  and  the  Army,  DA  has 
imposed  certain  duties  upon 
commanders  by  message  dated  Jan. 

15,  1998,  to  ensure  that  those  on 
active  duty  also  comply  with  the 
Lautenberg  Amendment;  USAREC 


sent  implementing 
instructions  to  the  field  on 
Feb.  9,  1998.  Commanders 
must  inform  their  soldiers  that  under 
the  Lautenberg  Amendment,  it  is 
unlawful  for  soldiers  to  possess 
firearms  or  ammunition  if  they  have  a 
conviction  of  a misdemeanor  crime 
of  domestic  violence.  They  must  be 
referred  to  a legal  assistance  attorney 
if  they  believe  they  have  such  a 
conviction.  Likewise,  commanders 
must  ensure  that  unit  file  checks  are 
made  to  identify  any  soldiers  known 
to  have  qualifying  convictions  and 
soldiers  reasonably  believed  to  have 
such  convictions.  There  is  no 
requirement  at  this  time  to  access  local, 
national,  or  military  law  enforcement 
information  systems  to  screen  records. 

Implementing  guidance  for  civilian 
employees  is  presently  pending  at 
DoD. 

The  next  logical  question  is  what  is 
the  military  doing  about  this  situation? 
We  are  complying  with  the  law. 
Congress  is  considering  the  issues 
raised  by  the  law  regarding  the  military 
and  its  recruiting  efforts.  Presently, 
four  possible  amendments  to  the  law 
are  being  considered  by  Congress. 

Only  time  will  tell  how  things 
ultimately  turn  out.  In  the  meantime, 
treat  your  spouse,  ex-spouse,  child,  or 
significant  others  with  kindness  and 
respect,  and  you  will  not  have  to 
worry  about  the  Lautenberg 
Amendment.  * 
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ChdlcL  Abuses  Prevention/  Month/ 
and/  Month/  of  the/  M (litany  Chtld/ 


Reports  estimate  that 
nearly  a million 
children  are  abused 
and  neglected  each 
year  and,  further,  that 
three  children  die  each 
day  due  to  abuse.  In 
1997  there  were  3,039 
cases  of  substantiated 
child  abuse. 

Child  maltreatment 
continues  to  be  a major 
threat  to  the  well-being 
of  the  nation’s  children, 
but,  thankfully,  many 
communities  are 
becoming  more  involved 
in  activities  and  events 
that  promote  the 
message  that  child  abuse 
can  and  must  be 
prevented. 

Child  Abuse  Prevention 
Month  offers 
opportunities  for  those 
who  are  concerned  to 
become  involved  in 
preventing  child  abuse 
right  in  their  own 
community. 


Respond  When  You  See 
Abuse  in  Public 

Strike  up  a conversation  with 
the  adult  to  direct  attention  away  from 
the  child.  Say  something  like  “She 
seems  to  be  trying  your  patience”  or 
“My  child  has  gotten  upset  like  that 
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too. 

Divert  the  child’s  attention 
(if  misbehaving)  by  talking  to  the 
child. 

Praise  the  child  and  parent  at 
the  first  opprtunity. 

If  the  child  is  in  danger,  offer 
assistance.  For  example  if  the  child  is 
left  unattended  in  a grocery  cart,  stand 
by  the  child  until  the  parent  returns. 

Avoid  negative  remarks  or 
looks.  These  reactions  are  likely  to 
increase  the  parent’s  anger  and  could 
make  matters  worse. 

Examine  Your  Own 
Parenting  Practices 

Praise  your  child  in  some  way 
everyday.  Kind  words  will  make 
him/her  feel  special  today  and  will 
help  make  him/her  into  a better  adult 
tomorrow.  These  are  words  your 
child  needs  to  hear: 

• I’m  so  lucky  to  have  you 

• Let’s  talk  about  it 

• Thank  you  for  being  patient 

• You  are  a great  helper 

• I’m  sorry 

• You’re  a great  kid 

• I like  it  when  you  try  so  hard 

• You’re  very  special  to  me 

• I love  you 

When  pressures  build  up,  don’t  lash 
out  at  your  child  in  anger.  Take  hold 
of  yourself  before  you  take  hold  of  a 


child.  Stop  and  take  a deep  breath, 
and  then  another.  Remember,  you  are 
the  adult.  Or,  close  your  eyes  and 
pretend  you’re  hearing  what  your  child 
is  about  to  hear. 

You’re  not  alone  if  you  think  you 
need  help.  There  are  people  who  can 
help  you  cope  with  your  life  and 
family  relationships.  Check  local 
resources  to  see  if  there  is  a child 
abuse  hotline,  crisis  referral  line,  or  a 
crisis  nursery  where  you  can  drop  off 
your  child  for  a short  time. 

Report  suspected  abuse 
or  neglect 

To  report  suspected  abuse,  call 
your  Family  Services  Coordinator 
at  1-800-790-0963,  the  local 
department  of  children  and  family 
services,  usually  listed  under 
Welfare  or  Health  and  Human 
Services,  or  call  the  police 
department. 

Help  Parents  in  Your 
Community 

If  you  know  a parent  who  is 
under  stress,  offer  him  or  her  a break. 
Take  care  of  the  children  for  a while  or 
organize  play  groups  so  the  parent  can 
relax. 

Establish  a parent  support 
group  in  your  area.  Plan  a regular 
time  when  parents  can  get  together  to 
talk  about  and  find  solutions  to 
parenting  challenges. 

Organize  a neighborhood 
event  for  families:  Go  to  the  park,  zoo, 
or  a ball  game. 
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Parenting  Tips  for  Fathers 

Fathers,  you  have  a special  place  in 
your  children’s  lives.  Children  whose 
fathers  take  an  active  part  in  their  daily 
lives  tend  to  be  more  well-adjusted 
and  better  equipped  for  success.  It’s 
not  easy  being  a father,  but  don’t  think 
that  you  aren’t  as  important  as  the 
mother.  Your  roles  may  not  always 
be  the  same,  but  your  interest  in  your 
children  can  make  a significant 
difference.  Be  proud  of  your 
responsibilities  and  your  efforts. 
Children  don’t  need  perfect  fathers; 
they  need  caring  and  involved  fathers. 

Show  You  Care 

Give  your  children  hugs  and 
kisses  often;  children  need  physical 
comfort  and  contact  from  their 
fathers. 

Tell  them  how  much  they 
mean  to  you:  “You’re  really  important 
to  me.” 

Praise  their  efforts,  especially 
if  they  don’t  succeed;  teach  them  the 
importance  of  doing  their  best. 

Give  Guidelines  for  Conduct 

Give  your  children  rules  and 
make  sure  your  rules  are  clear  to  them; 
don’t  say  “maybe”  when  you  mean 
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no. 

Explain  your  rules;  it’s 
important  that  children  understand 
why  they  need  to  follow  those  rules. 

Be  consistent  with  your  rules; 
children  get  confused  when  you  seem 


to  change  your  mind  without  any 
reason. 

Use  effective  discipline  to 
help  children  develop  self-control;  set 
limits  and  encourage  children  to  feel 
good  about  themselves. 

Communicate  with  Care 

Look  directly  at  your  children 
when  they  talk  to  you. 

Gain  your  children’s  trust  by 
listening  to  them  whn  they  come  to 
you  with  a problem.  Children  will 
welcome  your  guidance,  but  are  not 
likely  to  listen  to  lectures. 

Be  honest  with  your  children; 
admit  your  mistakes  and  teach  your 
children  the  importance  of  taking 
responsibility  and  making  amends. 

Become  Your  Children's 
Educator 

Tell  your  children  that  they 
can  come  to  you  with  any  questions; 
otherwise,  they  may  receive 
inappropriate  answers  from  other 
people. 

Remember  that  you  are  your 
children’s  role  model;  they  are  looking 
to  you  to  learn  how  a responsible  and 
mature  adult  acts. 

Do  household  chores  with 
your  children;  make  them  feel  good 
about  helping  you  and  teach  them  that 
fathers  also  share  household  duties. 

Encourage  your  children  to 
think  for  themselves;  guide  and  help 


"A 


them  with  their  decision-making 
process. 

What's  Wrong  with 
Grown-Ups? 

(by  1 0-year-olds) 

Sometimes  we  need  to  see 
ourselves  through  the  eyes  of  a 
child: 

1.  Grown-ups  make  promises, 
then  they  forget  all  about  them. 

2.  Grown-ups  don’t  do  the 
things  they’re  always  telling  the 
children  to  do  — like  pick  up  their 
things,  or  always  tell  the  truth. 

3.  Grown-ups  never  really 
listen  to  what  children  have  to  say. 

4.  Grown-ups  make  mistakes, 
but  they  won’t  admit  them. 

5.  Grown-ups  interrupt 
children  all  the  time,  but  if  a child 
interrupts  a grownup,  he  gets  a 
scolding. 

6.  Grown-ups  talk  about  money 
and  bills  too  much  and  it  scares 
you.  They  say  money  isn’t 
important,  but  the  way  they  talk 
about  it,  it  sounds  like  the  most 
important  thing  in  the  world. 

7.  Grown-ups  always  talk  about 
what  it  was  like  when  they  were 

10  years  old,  but  they  never  try  to 
think  about  what  it’s  like  to  be  10 
years  old  right  now. 
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HRAP  soldiers  — 

Prowiding  the  edge 


USMA  Preparatory  School  Cadet  Candidate  Andrew  Cates  assisted  recruiters  by 
answering  questions,  finding  new  leads,  and  face-to-face  prospecting.  Above:  Rod 
Gibson,  recent  high  school  graduate,  listens  to  Cates  tell  his  experiences.  (Photo  by 
Roderick  R.  Lunger) 


by  Roderick  R.  Lunger, 

Kansas  City  Battalion  A PA 

Hometown  Recruiting  Assistance 
Program  (HRAP)  soldiers  can  prove 
to  be  a valuable  asset  if  they  are 
deployed  correctly  - that  is,  if  you  use 
them  at  all.  In  the  recruiting  station 
performing  administrative  duties  such 
as  answering  telephones  and  filing 
paperwork  is  not  what  HRAP  soldiers 
should  be  doing.  They  should  be  out 
in  the  area  with  a recruiter  as  much  as 
possible.  It  wasn’t  that  long  ago  that 
HRAP  soldiers  were  not  available  as 
combat  multipliers. 

The  use  of  HRAP  soldiers  can 
enhance  recruiting  efforts  in  many 
ways.  SFC  Lynn  Wade,  station  com- 
mander of  the  Kansas  City  (Kan.) 
Recruiting  Station  has  extensively 
utilized  this  resource  to  accomplish  the 
mission. 

“They  have  priceless  intelligence 
about  our  market  and  have  access  to 
the  people  we  want,”  Wade  said.  “The 
blueprinting  of  our  Lead  Refinement 
Lists  alone  has  really  helped  us  to  plan 
our  prospecting.  HRAP  soldiers  also 
provide  valuable  information  about 
those  hard-to-contact  leads.” 

it  wasn't  that  long 
ago  that  HRAP 
soldiers  were  not 
available  as  combat 
multipliers. 


The  HRAP  soldier  is  also  very 
useful  in  face-to-face  prospecting.  The 
benefit  to  recruiters  is  that  they  have  a 
“partner”  who  is  from  the  area, 
attended  school  there,  and  is  in  the 
same  age  group  as  the  recruiter’s 
prospective  market. 

During  face-to-face  prospecting, 
HRAP  soldiers  will  come  across 
individuals  they  went  to  school  with 
or  knew.  PVT  Amanda  Huyett,  HRAP 
soldier  from  Fort  Rucker,  Ala.,  was 
asked  to  tell  someone  about  basic 
training. 

“Awesome!  I would  do  it  again  if  I 
had  the  chance,”  she  commented. 

Huyett  said  she  gets  puzzled 
expressions  from  friends  and  appli- 
cants when  she  tells  them  what  she 
does  in  the  Army.  “I  am  a Hazardous 
Materials  (HAZMAT)  qualified  fire 
fighter.  They’re  surprised  and  can’t 
believe  that  I do  that.  They  think  it’ s 
too  dangerous  or  hard  for  a female.” 


A good  portion  of  the  people 
from  the  Kansas  City,  Kansas,  area 
didn’t  even  know  Amanda  Huyett  had 
joined  the  Army,  so  conversations 
immediately  started  when  they  saw  her 
in  uniform.  This  dialog  gives  recruiters 
the  opportunity  to  tell  the  Army  story 
on  a personal  level.  They  can  relate  to 
fears  and  concerns  that  the  individual 
has  on  a “me  too”  basis. 

PVT  Erin  Danks  from  the  25th 
Infantry  Division  explained  how  he 
helped  the  recruiters  during  his  HRAP 
tour.  “I  can  clear  up  some  of  the  fears 
and  misunderstandings  about  the 
Army  just  by  telling  former  classmates 
about  my  experiences.  It’s  a fresh 
perspective  that  they  can  directly  relate 
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to. 

HRAP  soldiers  are  also  useful 
during  interviews.  Cadet  Candidate 
Andrew  Cates  of  the  US  Military 
Academy  Preparatory  School  said  he 
relates  his  experiences  to  parents  as 
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well  as  applicants.  “I  tell  them  that  I 
have  changed  quite  a bit  since  I joined. 
Before,  I was  always  five  to  ten 
minutes  late  for  everything.  But  since  I 
joined  the  Army,  I have  become  more 
responsible  and  now  have  a clear  cut 
direction  for  my  future.” 

Wade  added,  “The  HRAP  soldiers 
have  helped  a great  deal  with  dispel- 
ling myths  about  basic  training  and  by 
telling  everyone  that  the  Army  can  be 
a lot  of  fun.  But  most  of  all,  they 
have  provided  quality  referrals.” 

By  the  end  of  their  tour  at  the 
Kansas  City  Recruiting  Station,  the 
HRAP  soldiers  had  provided  42 
referrals,  conducted  10  high  school 
visits,  numerous  interviews,  and  many 
hours  of  face-to-face  prospecting. 

HRAP  soldiers  can  provide  an  edge 
for  the  recruiter  in  many  ways.  The 
key  element  is  to  deploy  them  with 
their  strengths  in  mind.  Remember, 
HRAP  soldiers  are  not  trained  recruit- 
ers; therefore,  some  guidance  is 
required  before  a recruiter  sends  them 


out  in  the  streets.  Give  them  some 
guidelines  and  make  sure  they  under- 
stand what  they  should  do,  and  what 
recruiters  will  do. 

When  asked  what  he  had  learned 
during  his  tour  back  home,  one 
HRAP  soldier  replied,  ‘Tve  learned 
that  recruiting  is  not  as  easy  as  I 
thought  it  was.  The  recruiters  work 
much  harder  and  longer  than  I 
imagined.” 

Helping  HRAP  soldiers  plan  what 
they  are  going  to  do  each  day  and 
giving  them  a mission  to  accomplish 
will  give  them  a sense  of  responsibility 
in  their  duties.  Recruiters  can  even  call 
it  a daily  performance  review  because 
that  is  essentially  what  they  are  doing. 

The  HRAP  combat  multiplier  is 
another  asset  on  the  road  to  success 
available  to  all  recruiters.  They  can  help 
with  day-to-day  prospecting, 
blueprinting,  and  conducting  inter- 
views. These  soldiers  are  highly- 
motivated  individuals  who  believe  in 
what  they  are  doing  and  are  ready  to 


The  HRAP  soldier  is 
very  useful  in  face-to- 
face  prospecting.  The 
benefits  of  HRAP  are 
that  a recruiter  has  a 
"partner"  who  is  from 
the  area,  attended 
school  there,  and  is  in 
the  same  age  group  as 
the  recruiter's 
prospective  market. 


jump  at  the  opportunity  to  tell  every- 
one about  it.  Recruiters  and  station 
commanders  have  to  decide  how  they 
can  best  use  each  soldier  based  on  his 
or  her  strengths  and  abilities. 

HRAP  soldiers  can  assist  recruiters 
in  their  area  and  schools  as  long  as 
each  recruiter  has  a plan.  Plan  for 
success!  W! 


At  left,  PVT  Alfredo  Salceda  assists 
SGT  Curtis  Cole,  Kansas  City  (Kan.)  RS, 
by  blueprinting  his  LRLs.  Salceda  also 
helped  recruiters  by  speaking  Spanish 
with  Hispanic  parents  and  prospects. 
(Photo  by  Roderick  R.  Lunger) 
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Safety 
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ticks?  We  certainly  can’t  wait  until  we  see  one  in  the  woods 
and  just  go  the  other  way.  However,  we  can  reduce  the 
probability  by  using  the  following  control  measures: 


The  public  sign  caught  my  attention  — 
“Beware  of  Ticks.”  I’d  know  what  to  do  if  I 
were  in  someone’s  back  yard  and  saw  the  sign 
“Beware  of  Dog.”  But,  what  am  I to  do  at  the 
eighth  hole  of  my  golf  game,  and  I see  this 
sign  — “Beware  of  Ticks”? 

To  come  up  with  some  answers  of  what  to 
do,  it’s  best  to  apply  the  risk-management 
process  for  this  health  hazard. 


? First  identify  the  hazard.  Do  ticks  present  a 
hazard?  Yes.  In  the  United  States,  ticks  may  be  infected  with 
diseases  such  as  Lyme  disease,  Rocky  Mountain  Spotted  Fever, 
and  Human  Ehrlichiosis.  Overseas,  ticks  may  carry  diseases 
such  as  Tick-borne  Encephalitis  and  Crimmean-Congo 
Hemmorrhagic  Fever.  Only  infected  ticks  that  have  attached 
themselves  to  your  skin  can  actually  transmit  a disease.  Since 
not  all  ticks  are  infected,  just  having  a tick  embedded  in  your 
skin  does  not  mean  you  will  contract  the  disease. 


Next  assess  the  hazard.  The  area  and  activities 
you’re  involved  in  determine  the  probability  of  a tick  hazard. 
Some  ticks  are  as  minute  as  a dot  from  a sharp  pencil  point 
while  others  may  be  quite  large.  Ticks  wait  in  the  grass,  in  leaf 
litter  or  bushes,  from  early  spring  to  late  fall,  in  both  rural  areas 
and  city  suburbs.  When  a bird,  an  animal,  or  a human  comes  in 
contact  with  it,  the  tick  grabs  on  and  attachs  itself  to  the  skin 
with  its  mouth  parts. 

The  severity  of  the  tick  bite  can  range  from  nuisance  to 
permanent  disability,  or  to  death.  This  creates  a high-risk 
situation  anytime  there  is  a chance  of  getting  a tick. 

Now  that  we  have  assessed  the  health  hazard  we  must  make 
some  decisions.  What  do  you  do  to  protect  ourselves  against 


• Avoid  areas  where  ticks  are  found,  like  for- 
ested areas,  meadows,  river  valleys,  or  places 
that  might  be  damp  or  contain  tall,  damp  veg- 
etation. 

• Wear  appropriate  clothing.  Tuck  in  your 
shirttail,  button  your  shirt  collar  and  cuffs.  Wear 
Tuck  your  pant  legs  into  your  boot  tops. 

• Use  the  Department  of  Defense  repeliant 
system  — treat  clothes  with  Permethrin  and  apply 
DEET  to  exposed  skin;  or  a civilian  equivalent 
system. 


All  the  good  intentions  in  the  world  are  useless  without 
action.  You  should  monitor  yourself  and  others  periodically 
when  you’re  in  a tick  infested  area.  Use  the  buddy  system  to 
check  your  clothing  and  body  for  ticks.  It’s  recommended  to 
do  this  at  least  twice  daily. 


The  last  step  is  to  supervise.  What  do  you  do  if 
you  find  a tick  embedded  in  your  skin?  First  of  all,  do  not 
squash,  burn  or  apply  substances  such  as  oils  or  repellants.  If 
possible,  report  to  medical  personnel  to  have  the  tick  removed. 
If  medical  care  is  not  readily  available,  use  tweezers  to  grasp 
the  tick’s  mouthparts  as  close  to  the  skin  as  possible  and  pull  it 
straight  outward.  Pull  slowly,  firmly  and  steadily.  Be  patient.  A 
tick’s  mouth  parts  are  long  and  covered  with  tiny  barbs.  This 
may  make  it  difficult  to  remove.  Wash  the  site  of  the  bite  and 
apply  antiseptic.  Save  the  tick,  if  possible,  and  turn  it  over  to 
unit  medical  personnel. 

Early  treatment  is  important.  If  you  experience  flu-like 
symptoms  within  a month  of  being  bitten  or  develop  a rash 
around  the  site,  contact  a doctor  immediately. 

The  point  of  contact  is  MAJ  Julian  Simerly,  US  Army  Safety 
Center,  DSN  558-1186  (334-255-1186),  e-mail 

;yt- 

simerly@safety-emhl.army.mil. 
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Faster  promotions  for  USAR 

In  the  case  of  a Delayed  Training 
Program  (DTP)  referral  who  enlists,  the 
USAREC  Form  512,  Regular  Army  and 
Reserve  Components  Referral  Sheet, 
must  be  certified  by  a guidance  counse- 
lor and  a copy  of  the  request  reservation 
(ARGET)  attached  to  the  form. 

All  guidance  counselors  are  to  ensure 
that  a copy  of  the  UF  512  is  placed  in 
the  DTP  member’s  ship  packet  and  the 
battalion  residual  packet.  Give  one  copy 
of  the  UF  512  to  the  DTP  member  and 
the  original  UF  512  is  given  to  the 
Troop  Program  Unit. 

Recruiters  are  to  ensure  that  the  DA 
Form  4187,  Personnel  Action  Form 
Addendum,  which  authorized  the 
promotion  is  put  in  the  DTP  member’s 
ship  packet  prior  to  ship  date. 

Any  DTP  member  who  has  earned 
the  accelerated  promotion  based  on 
education,  ROTC,  et  cetera,  and 
couldn’t  provide  documentation  at  the 
time  of  his  enlistment  must  be  pro- 
moted by  the  Troop  Program  Unit. 
Supporting  documentation  must  be 
provided  to  the  Troop  Program  Unit 
and  a DA  Form  4187  for  promotion 
initiated.  A copy  of  DA  Form  4187 
that  promotes  the  individual  and  copies 
of  the  supporting  documents  must  be 
included  in  the  ship  packet  prior  to 
shipment  to  Initial  Entry  Training. 

In  cases  where  a DTP  member  has 
earned  college  credits  but  cannot  obtain 
a copy  of  the  college  transcripts  due  to 
tuition  debt,  the  step  to  take  is  to  get  a 
letter  from  the  school  or  telephonic 
verification  from  the  Operations  NCO, 
officer,  or  senior  guidance  counselor. 

The  letter  should  clearly  state  the  reason 
for  the  college  transcript  not  being 
available.  Guidance  counselors  will  have 
the  DTP  member  write  a statement  in 
Section  VI  - Remarks,  DD  Form  1966/ 

3 (in  accordance  with  AR  601-210,  para 
2-20,  m).  This  statement  is  required  only 
when  the  DTP  member  cannot  get  a 
copy  of  his  college  transcripts  because 
of  tuition  debt. 

DTP  members  should  not  be 
shipped  without  proper  documentation. 
However,  guidance  counselors  should 


not  cancel  a training  reservation  for  lack 
of  documentation  without  first  coordi- 
nating with  Headquarters  USAREC, 
Plans  and  Policies.  Exceptions  to  policy 
will  be  considered  for  meritorious  cases 
via  appropriate  brigade. 

Incentive  for  chaplain  referrals 

COL  Jeffrey  L.  Spara,  commander, 

1st  Recruiting  Brigade,  has  approved  an 
incentive  program  for  his  enlisted 
recruiters  who  provide  referrals  to  the 
1st  Brigade  Chaplain  recruiter.  Chaplain 
(MAJ)  Patrick  Ratigan  proposed  the 
incentive  program  to  assist  in  making 
contacts  with  all  of  the  clergy  in  the 
brigade  area.  Chaplain  Ratigan  is  only 
one  deep  and  is  responsible  for  chaplain 
recruiting  in  1st  Brigade.  Ratigan  knows 
the  recruiters  are  active  in  their  respec- 
tive communities  and  he  saw  this  as  a 
way  to  get  them  to  look  for  prospective 
chaplain  candidates  at  the  pulpit  of  their 
local  churches. 

The  headquarters  provides  5 incentive 
points  for  a referral  who  accepts  an 
appointment  as  a chaplain  or  chaplain 
candidate.  The  chaplain  recruiter  can 
find  the  candidates  in  the  graduate 
theological  schools  in  the  area;  the 
difficulty  lies  in  locating  the  Catholic 
priests,  the  rabbis,  or  protestant  minis- 
ters who  are  working  in  the  smaller 
congregations  throughout  the  Northeast. 

The  incentives  make  it  much  more 
attractive  to  the  enlisted  recruiter  to  keep 
their  eyes  and  ears  open  for  the  potential 
chaplain  prospects  who  are  preaching 
and  teaching  in  their  recruiting  areas. 

The  additional  incentive  provided  by  the 
brigade  commander  for  any  referral  to 
the  chaplain  program  who  accesses  is  an 
impact  Army  Achievement  Medal.  In 
addition,  the  Army  Chief  of  Chaplains, 
Chaplain  (Major  General)  Donald  W. 
Shea,  will  provide  a letter  of  appreciation 
and  coin  to  the  same  recruiter  thanking 
him  or  her  for  their  support. 

Misinformed  chaplain  prospects 

If  an  individual  qualifies  for  the 
chaplain  program  they  do  not  have  to  be 
a chaplain’s  assistant  first.  We  have  had  a 
number  of  chaplain  assistants 


(particularly  on  active  duty)  who  claim 
their  recruiters  told  them  that  the  way  to 
become  a chaplain  is  to  first  enlist  as  a 
chaplain’s  assistant.  Once  enlisted  and  at 
their  assigned  unit,  the  individual  needs 
to  submit  their  application  to  become  a 
commissioned  chaplain.  This  is  wrong 
and  will  probably  lead  to  an  unhappy 
soldier  because  it’s  difficult  to  cross  the 
threshold  from  enlisted  assistant  to 
commissioned  chaplain. 

If  a recruiter  has  someone  who  meets 
the  basic  requirements  for  the  Army 
chaplaincy,  then  contact  the  brigade’s 
chaplain  recruiter  or  the  Chaplain 
Recruiting  Branch  at  1-800-223-3735, 
extension  6-0435  or  6-0702.  Someone 
from  the  chaplain  recruiting  team  will  be 
able  to  provide  the  best  advice. 

Medical  waivers 

Memorandum,  HQDA  (DASG-ZH), 
Nov.  1,  94,  Subject:  Medical  Qualifica- 
tion and  Medical  Waiver  Procedures  for 
Army  Medical  Department  (AMEDD) 
Officer  Applicants.  Army  Regulation 
(AR)  40-501,  Standards  of  Medical 
Fitness,  paragraph  9-12d,  Aug.  30,  1995. 

The  USAREC  Command  Surgeon 
reviews  the  requests  for  medical  waivers 
on  initial  applicants  for  the  AMEDD 
personnel  procurement  programs.  For 
students  who  have  begun  training  in  an 
AMEDD  officer  commissioning 
program,  the  waiver  authority  for 
continuation  in  the  program  and 
subsequent  appointment  is  the  Surgeon 
General.  For  example,  this  would  occur 
if  a student  previously  qualified  was 
identified  with  a disqualifying  medical 
condition  subsequent  to  entry  into  the 
program.  It  would  also  occur  if  a 
previously  waived  medical  condition 
became  significantly  worse  and  the 
student’s  medical  fitness  was  in  doubt. 

Requests  for  medical  review  or  medical 
waiver  of  students  already  enrolled  in 
AMEDD  programs  should  be  forwarded 
to: 

HQDA  (DASG-HS-AS) 

5109  Leesburg  Pike 
Falls  Church,  VA  22041-3258. 
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Cody  and  Cory  Green  talk  with  their  recruiter,  SSG  James  White,  Metropolitan  (East  Liberty)  station 
in  Pittsburgh.  The  pair  enlisted  in  the  Army  Reserve  while  remaining  students. 


Identical  twins 
plan  future  course 
with  Army  Reserve 

Story  and  photo  by  Don  Mot,  Pittsburgh 
Battalion  Advertising  and  Public  Affairs 

PITTSBURGH  - Heads  turn  on 
the  University  of  Pittsburgh  campus 
when  freshmen  Cody  and  Cory 
Green  walk  by.  The  identical  twins 
will  soon  cause  drill  sergeants  to  do 
double  takes. 

The  pair  has  enlisted  in  the  Army 
Reserve  while  remaining  full-time 
students  at  Pittsburgh  University. 

Upon  speaking  to  the  Baltimore 
area  natives,  it’s  obvious  they  have 
depth  beyond  their  appearance  and 
maturity  most  18-year-olds  lack. 
When  asked  how  they’ve  come  to 
possess  such  adult  outlooks  on  life, 
their  response  is  immediate. 

“Mom,”  they  said  in  emphatic 
unison.  Both  said  their  mother, 
Kimberly  Green,  Baltimore,  has 
strict  rules,  and  the  discipline  she 
instilled  in  them  has  carried  over 
into  their  young  adult  lives. 

Self-discipline  will  soon  be  vital, 


since  they  leave  for  Fort  Leonard 
Wood,  Mo.,  soon  to  take  basic 
training  and  technical  instruction  to 
become  construction  equipment 
repairers.  They  will  return  to 
Pittsburgh  in  time  to  start  full-time 
classes,  where  Cody  is  majoring  in 
chemical  engineering  and  Cory  in 
chemistry/  premed. 

While  serving  with  the  319th 
Engineering  Battalion  in  Butler  for 
six  years,  each  can  earn  almost 
$39,000  in  benefits  and  pay.  Each 
will  receive  $10,000  for  student 
college  loan  repayment,  $7,521 
toward  further  education  costs 
through  the  Montgomery  GI  Bill, 
and  a $3,000  cash  signing  bonus. 

“Cory  and  Cody  are  taking  great 
advantage  of  the  opportunities 
available  through  programs  offered 
by  the  Army,”  said  SSG  James 
White,  Metropolitan  (East  Liberty) 
Recruiting  Station  in  Pittsburgh. 

“They  saw  right  away  how  a 
relatively  small  investment  in  time 
— usually  one  weekend  a month  and 
two  weeks  each  summer  — could  be 
a tremendously  wise  financial  move. 
They  are  also  in  ROTC  (Reserve 
Officer  Training  Corps)  at  Pitt  and 


that  will  enhance  their 
chances  to  become  Army 
officers  if  they  choose 

55 

to. 

“It  was  interesting  how 
we  ran  into  Sergeant 
White,”  Cory  said.  “I  was 
wearing  my  BDUs  from 
ROTC  and  Sergeant 
White  was  on  campus. 

We  struck  up  a conversa- 
tion. My  brother  and  I 
had  previously  been 
thinking  about  military 
service.  When  we  found 
we  could  help  ourselves, 
we  went  to  the  recruiting 
station.  We  made  up  our 
minds  in  less  than  a 
week.” 

“The  hands-on  train- 
ing we’ll  get  was  also 
important  to  us,”  said 
Cody,  who  like  his  brother,  is  a 
graduate  of  Perry  Hall  High  School 
in  Baltimore. 

The  decision  to  enlist  in  the 
Army  Reserve  was,  like  most  of  their 
decisions,  a team  effort  by  the 
brothers,  who  also  share  an  interest 
in  chemistry  and  a love  for  athletics. 
At  Perry  Hall  High  School,  the  5- 
foot  7,  125-pound  pair  were  track 
and  cross  country  stars  who  helped 
their  school’s  teams  win  two  county 
championships.  Running  has  been 
one  of  the  prime  examples  of  the 
similarities  between  the  twins. 

“Being  twins  is  sometimes  weird 
because  of  how  much  you  think 
alike  and  do  the  same  things,”  said 
Cody. 

“But  in  track  we  did  some  things 
that  just  left  the  coaches  scratching 
their  heads.  We  each  ran  two-lap  legs 
of  the  metric  equivalent  to  the  two- 
mile  relay,  and  we  ran  strategically 
different  races.  I would  go  out  fast 
and  just  hang  on  at  the  end.  Cory 
would  cruise  out  in  the  first  lap  and 
sprint  all  out  to  the  finish.  And  three 
times  we  ran  identical  times  down  to 
the  hundredth  of  a second.  Things 
like  that  have  happened  all  our 

t ■ 55  " 

lives. 
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New  band  program  opens  doors  for  recruiters  in  Oklahoma 


By  Michele  M.  Moore,  Oklahoma  City 
Battalion  Advertising  and  Public  Affairs 

OKLAHOMA  CITY  - The  old 
adage  about  how  some  of  the  best 
things  in  life  are  free  is  certainly  true 
for  members  of  the  Oklahoma  City 
Battalion,  thanks  to  a new  “no  cost” 
Total  Army  Involvement  in  Recruit- 
ing program. 

“Army  Band  101”  is  a pilot 
community-partnering  program 
implemented  by  the  battalion  and 
the  77th  Army  Band,  Fort  Sill.  The 
program,  which  includes  a music 
clinic  for  high  school  band  members 
and/or  a performance  for  as  many 
students  as  the  school’s  facilities  can 
accommodate,  is  designed  to  use 
band  assets  to  break  down  walls 
between  schools  and  recruiters. 

“In  a time  of  reduced  resources,  it 
is  essential  that  the  recruiting  force 
have  access  to  the  Army  assets 
necessary  to  tell  the  Army  story,” 
writes  Gen.  Dennis  J.  Reimer. 

The  band  clinics  give  local 
students  a chance  to  benefit  from 
Army  musicians’  years  of  experi- 
ence. Soldiers  give  students  tips  on 
performance  posture,  instrument 
tuning,  and  the  importance  of 
blending  their  many  individual 
instrument  sounds  into  one. 

During  clinics,  soldiers  perform 
for  the  band  class  members  as  a brass 
quintet,  a woodwind  quintet  and  a 
tuba  euphoniums  quartet  to  show 
students  there  are  all  types  of  music 
written  for  small  groups.  They  then 
join  their  high  school  counterparts, 
sitting  alongside  members  with  the 
same  instrument,  to  share  advice  on 
performance  technique  and  form. 

The  band  director  is  then  encour- 
aged to  lead  their  students  and  the 
soldiers  in  the  school’s  warm-up  and 
practice  pieces.  The  baton  is  then 
turned  over  to  the  Army  band’s 
chief  warrant  officer  to  conduct  the 
group.  On  one  occasion,  a school 
band  videotaped  the  Army’s  visit  in 


hopes  it  might  assist  them  in  prepar- 
ing for  upcoming  music  contests. 

When  given  the  opportunity,  the 
soldiers  promote  the  Army  and 
explain  how  being  in  the  Army’s 
band  is  a great  life.  SSG  Adelphia  T. 
Sternberg,  a French  horn  player  with 
a doctorate  degree  in  music,  com- 
mented during  the  Jones  High 
School  performance,  “I  get  paid  to 
play  my  horn,  and  what  could  be 
better  than  that?” 

If  scheduling  permits,  band 
members  will  eat  lunch  in  the 
student  cafeteria  and  then  will  give  a 
school-wide  performance  in  the 
school’s  auditorium  or  field  house. 
Musical  selections  include  classical, 
jazz,  rock,  and  patriotic  pieces  to 
expose  students  to  various  types  of 
music.  These  presentations  typically 
have  the  entire  student  body  singing, 
clapping,  and  toe  tapping. 

The  cultural  variety  seems  to 
delight  teachers  and  the  popular 
selections  please  the  students.  “We 
have  grades  5-12  here  and  they  are  all 
listening.  You  obviously  got  their 
attention  — especially  with  the  rock 


and  roll  band.  They  liked  it,”  said 
Tenae  D.  Brown,  a senior  clarinet 
player  and  drum  major  for  Jones 
High  School. 

“When  the  band  visited  Choctaw, 
it  really  opened  up  the  school  for 
me,”  said  SFC  Kevin  L.  Long, 
Midwest  Recruiting  Station.  “Before 
they  would  never  allow  me  to  talk 
with  their  students.  Now  I can  go 
into  a class  and  give  a presentation. 

It  has  really  opened  doors.” 

As  natural  ambassadors  for  the 
Army,  band  members  wind  up 
talking  to  tremendous  numbers  of 
people.  Whether  it  is  the  low- 
pressure  environment  or  the  musical 
message,  the  band  helps  recruiters 
take  effective  steps  for  recruiting 
now  and  in  the  future. 

“These  performances  plant  a seed 
that  these  kids  will  remember 
forever,”  said  Ron  Staszcuk,  Public 
Affairs  Specialist  for  the  Oklahoma 
City  Battalion. 

“We  wouldn’t  have  enough 
money  to  bring  this  much  talent 
into  one  place,”  said  Jones  High 
School  principal,  Robert  C.  Foote. 


Members  of  the  Jones  High  School  band  and  Fort  Sill’s  77th  Army  Band  perform 
together  under  the  direction  of  guest  conductor  Chief  Warrant  Officer  Brian  A.  Benson. 
Soldiers  visited  Jones  on  Jan.  28  to  conduct  a morning  band  clinic  and  give  an 
afternoon  performance  for  grades  5 to  12  under  the  “Army  Band  101”  community 
partnership  program.  (Photo  by  Ron  Staszcuk) 
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The  Soldier’s 
Medal 
awarded  for 
heroism 


The  Soldier’s  Medal,  awarded  by  the  President  and  authorized  by  Congress  to  soldiers  for  heroism  involving 
personal  danger  other  than  in  conflict  with  an  enemy,  was  presented  to  Army  Reserve  recruiter  SFC  Gary  L. 
Barrett  (left),  Bellevue  Recruiting  Station,  Bellevue,  Neb.,  by  MG  Stanley  Heng,  Adjutant,  Nebraska  Army 
National  Guard.  Barrett  received  the  Soldier’s  Medal  for  heroism  by  saving  a woman  from  her  burning  house . 
(Photo  by  Toni  L.  Harn) 


SGT  Charles  Harman,  right,  delivers  cadence  during  drill  and  ceremony  with  DEP  soldiers  from  the  Zanesville  Station, 
Lancaster  Company,  Lancaster,  Ohio.  Leading  the  columns  are  SSG  Steven  Hensen,  left,  and  SGT  Teressa  Fineran. 
(Photo  by  Brian  Lepley) 
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SGT  Kevin  Staddie  watches  at  Beth  Center  High  School,  located  near 
Fredericktown,  Penn.,  as  their  Armed  Forces  Club  marches  before  a 
packed  house  in  the  school’s  gymnasium.  Staddie  is  a recruiter  with  the 
Charleroi  Station,  Charleroi,  Penn. 

Recruiter  helps  Armed  Forces  Club  drill 


Story  and  photo  by  Barry  Vorse,  Pittsburgh 
Battalion  Advertising  and  Public  Affairs 

FREDERICKTOWN,  Penn.  - 
Don’t  tell  SGT  Kevin  Staddie  you 
can’t  sell  today’s  young  people  on 
patriotism  and  the  military.  He’s 
done  it. 

There  was  no  doubt  about  that 
recently,  when  a packed  house  at 
Beth  Center  High  School’s  Sports 
Night  gave  its  Armed  Forces  Club’s 
drill  team  a standing  ovation  follow- 
ing a 15-minute  demonstration.  All 
clad  in  BDUs,  28  young  men  and 
women  showed  what  five  months  of 
hard  work  and  practice  can  produce. 

“I’m  really  proud  of  these  young 
people,”  said  Frank  Mazeppa,  the 


group’s  adviser  at  the  southwestern 
Pennsylvania  high  school.  “Like 
them,  I’m  also  proud  to  be  an 
American.  They’ve  worked  hard  and 
taken  it  upon  themselves  to  show  us 
what  they  can  do.” 

A few  student  spectators  initially 
greeted  the  drill  team  with  catcalls, 
but  when  it  finished  its  routine  there 
was  nothing  but  cheers  and  not  a 
single  person  among  the  300  present 
was  seated. 

“How  do  you  think  it  went?” 
asked  the  modest,  soft-spoken 
Staddie,  a recruiter  at  the  Charleroi, 
Pennsylvania  Recruiting  Station, 
part  of  the  Pittsburgh  Recruiting 
Battalion.  “I  think  we  did  okay.” 

A master  of  understatement, 


Staddie  began  helping  with  the 
organization  in  1996  after  Mazeppa 
called  the  station  wanting  to  know  if 
any  soldier  there  might  be  interested 
in  helping  out  a few  students  inter- 
ested in  the  military.  The  group  has 
grown  to  28  seniors,  juniors,  and 
sophomores.  The  Sports  Night  was 
one  of  three  performances  the  group 
will  give  this  school  year. 

“I  must  give  credit  to  Mr. 

Mazeppa  and  also  to  Sergeant 
(William)  Zinn,”  said  Staddie.  “He 
(Zinn)  is  the  brains  of  the  outfit. 
When  I’m  drilling  the  students,  I 
can’t  see  everything  and  Sergeant 
Zinn  would  be  up  in  the  stands 
giving  direction  to  certain  columns 
and  individuals.  He  really  helped  us 
shape  up.  He  works  with  new 
people  or  particular  individuals  who 
might  be  having  a drilling  problem.” 

The  Sports  Night  was  full  of 
highlights,  including  a weightlifter 
who  bench  pressed  410  pounds  and 
high-flying  slam-dunkers  in  a 3-on-3 
basketball  tournament.  But  there 
was  only  one  standing  ovation,  and 
it  was  for  28  students  marching  in 
camouflage  uniforms. 

Who  would  have  ever  thought  it?  " 


San  Diego  Company’s  Partnership  in 
Education  program  was  officially 
recognized  by  the  San  Diego  Unified 
School  District.  Above,  SGT  Davis 
Calumpit  and  California’s  Mira  Mesa  High 
School  career  counselor,  Dona  Kruz,  sign 
a Partnership  in  Education  agreement 
following  the  recognition  ceremony. 
(Photo  by  Stan  Cordell) 
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1 . Whose  responsibility  is  it  to  sustain  and  master  the 
necessary  skills  needed  to  perform  the  mission? 

a.  Station  commander 

b.  First  sergeant 

c.  Recruiter 

d.  Recruiter  trainer 

2.  W1  loss  the  acronym  LDRSHIP  stand  for? 

a.  Leadership 

b.  Loyalty,  duty,  respect,  selfless  service,  honor,  integrity,  and 
personal  courage 

c.  The  seven  Army  values 

d.  Both  b and  c 

3.  Extensions  for  the  New  Recruiter  Program  are  requested 
by  when? 

a.  In  the  ninth  month 

b.  In  the  fifth  month 

c.  NLT  60  days  prior  to  the  end  of  the  ninth  month  evaluation. 

d.  At  any  time  during  the  program. 

4.  Physical  fitness  training  is  a mandatory,  scheduled 
training  event  at  all  DEP  functions. 

a.  True 

b.  False 

5.  Parental  consent  may  not  be  obtained  more  than 
prior  to  the  applicant's  1 7th  birthday. 

a.  1 S days 

b.  30  days 

c.  7 days 

d.  5 days 

6.  What  are  the  qualifications  for  the  CG’s  Team  Excellence 
Award? 

a.  Company  mission  box  achievement  for  the  month,  quarter,  or 

year. 

b.  Every  station  in  the  recruiting  company  must  achieve  mis- 

sion box  for  the  month,  quarter,  or  year. 

c.  Every  recruiter  in  the  recruiting  company  must  achieve 

mission  box  for  the  month,  quarter,  or  year. 

d.  Every  recruiter  in  the  recruiting  station  must  achieve  mis- 
sion box  for  the  month,  quarter,  or  year. 

7.  An  unmarried  applicant  with  a child  under  the  age  of  1 8 

who  has  been  placed  in  the  custody  of  another  adult  must 
execute  a prior  to  enlistment. 

a.  DA  Fm  3286-69 

b.  DA  Fm  3286-60 

c.  DA  Fm  3299-10 

d.  USAREC  Fm  3286-60 


8.  Who  can  certify  documents  as  true  copies  of  the  original? 

a.  First  sergeant 

b.  Guidance  counselor 

c.  Company  commanders  or  commissioned  officers 

d.  All  of  the  above 

9.  Who  may  recommend  a recruiter  for  early  completion  of  the 
New  Recruiter  Program  and  when? 

a.  First  Sergeant  after  the  fifth  month  evaluation. 

b.  Station  commander  after  the  fifth  month  evaluation. 

c.  Station  commander  after  the  initial  assessment. 

d.  Mentor  after  the  initial  assessment. 

10.  In  accordance  with  AR  600-9,  the  company  leadership  team 

will  weigh  all  soldiers  . 

a.  Semi-annually 

b.  Only  when  they  take  the  Army  Physical  Fitness  Test. 

c.  Quarterly 

d.  Monthly 

1 1 . The  “C”  in  the  NCO  Creed  stands  for  . 

a.  Commitment 

b.  Courage 

c.  Candor 

d.  Competence 

12.  What  is  the  first  step  in  clearing  the  M16A1  and  Ml 6A2 
rifle? 

a.  Remove  the  magazine. 

b.  Place  the  selector  switch  on  safe. 

c.  Lock  the  bolt  open. 

d.  Check  the  receiver  and  chamber  areas  for  ammunition. 

1 3.  Of  the  three  primary  catagories  of  malfunctions  on  the 
M16A1  and  M16A2  rifles,  which  is  considered  extremely  serious? 

a.  Failure  to  feed,  chamber,  or  lock. 

b.  Failure  to  fire  a cartridge. 

c.  Failure  to  extract  and  eject. 

14.  Parade  rest  is  commanded  from  what  position? 

a.  Rest 

b.  At  ease 

c.  Attention 

d.  Stand  at  ease 

1 5.  On  the  command  of  “Open  Ranks  March”  the  first  rank  will 


a.  Take  two  steps  forward. 

b.  Take  three  steps  forward. 

c.  Take  one  step  forward. 

d.  Stand  Fast 


(The  answers  to  this  month’s  Test  can  be  found  on  the  inside  cover.) 
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Morrell  Awards 


ALBANY 

SFC  Patrick  M.  Shiland 
1 SG  Theodore  A.  Griffith 

COLUMBIA 

SFC  Matthew  R.  Hintz 
SFC  Charles  Stephens  Jr. 

GREAT  LAKES 

SFC  David  Isnardi 


HOUSTON 

SFC  Craig  D.  Gantt 

JACKSONVILLE 

SSG  Juan  Paunetto 

MID-ATLANTIC 

SFC  Craig  Daniel 
SFC  Richard  S.  Perry 

MONTGOMERY 

SSG  Casey  Jones 

NASHVILLE 

MSG  Roderick  D.  Jones 
SFC  Bernard  L.  Dunn 

NEW  ENGLAND 

SFC  Ferdinand  A.  J.  Coderre 
SFC  John  W.  Sweeney 

NEW  YORK  CITY 

SFC  Vincent  Holley 
CSM  Guillermo  J.  Ramos-Piazza 
SFC  Harold  Watson 
SFC  Matthew  K.  Atkinson 
SFC  Nathaniel  A.  Spratts 
SFC  Rosemarie  A.  Russell 
SFC  Eugene  J.  Brown  Jr. 

OKLAHOMA  CITY 

SFC  Billy  D.  Waldo 
SFC  Jim  A.  Zuehl 
1 SG  Steven  A.  Gordon 
SSG  Samuel  R Price 

PHOENIX 

SFC  Kenneth  R Gemlich 


SFC  Robert  J.  Fogarty  II 
SGT  April  D.  Upton 
SFC  Gary  D.  Lanceer 

PORTLAND 

SFC  Fidel  L.  Balag  Jr. 

SACRAMENTO 

1SG  Leo  Barrington 
SSG  Jeffrey  T.  Bettencourt 
SSG  Carl  T.  Clark 

SALT  LAKE  CITY 

SFC  Alan  G.  Griffith 

SAN  ANTONIO 

SSG  Amy  Castillo 

SEATTLE 

SFC  Dwayne  L.  Thomas 
MSG  Kenneth  A.  Harris 
SFC  Terry  B.  Mackebon 

SYRACUSE 

MSG  Rickie  H.  Posey 

2D  AMEDD  DETACHMENT 

SFC  Carolyn  Handley 
SFC  Joseph  R.  Weber 
SFC  Jeffrey  L.  Flowers 

3D  AMEDD  DETACHMENT 

SFC  David  L.  Ryan 

6TH  AMEDD  DETACHMENT 

SFC  Mark  D.  Shelton 

HQ  USAREC  SPECIAL  FORCES 

SFC  Dennis  K.  Ethridge 


Recruiter 


ALBANY 

SFC  Jeffrey  A.  Weeks 

BECKLEY 

SSG  John  J.  Anthony 

CHICAGO 

SSG  Rhonda  M.  Berry 

CLEVELAND 

SSG  Rodney  L.  Edmond 

COLUMBUS 

SSG  Dean  L.  Gibson 

DALLAS 

SSG  Melinda  J.  Burkhalter 
SFC  Edward  J.  Byas 

DES  MOINES 

SSG  Thomas  A.C.  Gall 

GREAT  LAKES 

SSG  Kendra  Wallace 
SSG  James  Gilkison 

HARRISBURG 

SFC  Michael  A.  Piccioni 

HOUSTON 

SSG  Wilbert  J.  Edwards 
SFC  Charles  T.  Kiss 


JACKSON 

SFC  Vencie  L.  Varnado 

JACKSONVILLE 

SSG  Edward  Sargent 

MIAMI 

SFC  Carrion  Francis  W.  Flores 

MINNEAPOLIS 

SFC  Eugean  Anderson 

MONTGOMERY 

SSG  Tyrone  Faciane 
SGT  Rodney  Galloway 

NASHVILLE 

SFC  Jo  Ann  Griffin 

NEW  ORLEANS 

MSG  Christopher  Barnes 
SFC  Leondra  Kelley 

OKLAHOMA  CITY 

SSG  Farrow  L.  Taylor 
SSG  Troy  E.  Crousore 


PHOENIX 

SSG  Angela  D.  Ratliff 
SSG  Timothy  W.  Merrell 
SSG  Gregory  A.  Holly 
SSG  Richard  Z.  Meyer 
SGT  Robyn  L.  Crossley 

PORTLAND 

SFC  Delbert  L.  Miller 

SALT  LAKE  CITY 

SSG  Bueford  R.  Borron 

SEATTLE 

SFC  Darin  J.  Otjen 

SOUTHERN  CALIFORNIA 

MSG  Susan  M.  Walker 

ST.  LOUIS 

1 SG  Anthony  W.  Lucas 
SFC  Monica  R.  Duncan-Boney 

SYRACUSE 

SFC  Raymond  H.  Loos 

TAMPA 

SSG  Kevin  Briody 
SFC  Nelson  Diloneliriano 

1ST  AMEDD  DETACHMENT 

SSG  Brian  J.  Bradshaw 
SFC  Charles  D.  Brown 

2D  AMEDD  DETACHMENT 

SFC  Donald  Greene 
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Salutes 


i 


Gold  Badges 


BALTIMORE 

SSG  Christopher  E.  Cohoon 
SSG  James  A.  Cole 

BECKLEY 

SGT  Richard  E.  Biggs 
SSG  Darrin  R.  Murrell 

CHICAGO 

SFC  Charles  A.  Gambill 
SSG  William  M.  Craig 
CLEVELAND 
SFC  Steveison  L.  Ivory  Jr. 
SSG  Marc  T.  Davis 
SGT  Eric  A.  Sergeuk 
SGT  Matthew  T.  Hite 
COLUMBIA 

SSG  Bryon  S.  Zamora 
COLUMBUS 
SSG  David  K.  Oswalt 
SSG  Gary  L.  Stanley 
SSG  Shawn  L.  Worley 
SGT  Jason  S.  Horton 
DALLAS 

SFC  Derrick  W.  Hall 

SSG  William  B.  Vaughn 

SGT  Irma  Rodriguez-Trout 

SGT  Kevin  W.  Honeycutt 

DES  MOINES 

SSG  William  B.  Shook 

SFC  James  F.  Carroll 

SFC  Curt  G.  Weiss 

HARRISBURG 

SGT  Andrew  S.  Funk 

SFC  Michael  F.  Kulikowski 

SFC  Patric  W.  Frederico 

SSG  Joseph  E.  Trimble 

HOUSTON 

SSG  Andrew  Perkins 

INDIANAPOLIS 

SSG  Jefferson  S.  Paul 

SSG  Keenan  L.  Simons 

SSG  Richard  K.  Brewer 

JACKSON 

SGT  Kelly  I.  Woods 


SSG  Paul  T.  Lawson 
SSG  Benjamin  Hughes  Jr. 

JACKSONVILLE 

SGT  Charles  Moore 
SSG  Nina  Lewis 

KANSAS  CITY 

SGT  Brian  M.  Lopez 
SFC  Mack  F.  McClendon 
SFC  Kirk  T.  Schultz 

LOS  ANGELES 

SSG  Darlene  H.  Robinson 
SSG  Richard  W.  Fort 

MONTGOMERY 

SSG  Alex  Cazeau 
SFC  Lesly  Williams 

NASHVILLE 

SSG  James  Bedell 

NEW  ENGLAND 

SGT  Lawrence  Braga  Jr. 
SSG  Brien  C.  McLaughlin 

NEW  ORLEANS 

SSG  Sean  M.  Stroker 

OKLAHOMA  CITY 

SSG  Richard  K.  Howard 

PHOENIX 

SSG  Robert  G.  Beard 

PITTSBURGH 

SGT  Christopher  A.  Long 

SACRAMENTO 

SSG  Hector  L.  Estrada 

SEATTLE 

SSG  Travis  W.  Patterson 
SSG  Duane  J.  Carter 

SOUTHERN  CALIFORNIA 

SSG  Frank  L.  Hines  Jr. 

SYRACUSE 

SGT  Stephen  Swajkowski 

ST.  LOUIS 

SSG  Darryl  B.  Stoddard 
SFC  Tammy  J.  Hauan 
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Headquarters  U.S.  Army  Recruiting  Command 
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“Close  the  Loop!  ” VSA 


MARK  R.  HAMILTON 
Major  Genera 
Commanding 


Answers  to  the  Test 


1.  c,  USAREC  Pam  350-2,  para  5a 

2.  d,  DA  MSG  023-98 

3.  c,  USAREC  Manual  25-100,  Appendix  C 

4.  a,  USAREC  MSG  98-009,  Part  1 

5.  c,  AR  60 1 -2 1 0,  para  2-3a,  (2)  (a) 


6.  b,  USAREC  Circular  672-9,  5 

7.  a,  AR  601-210,  para  2-9d,  (3) 

8.  d,  AR  601-210,  2-1  e and  USAREC  MSG 
97-065,  Part  1 

9.  b,  USAREC  Pam  350-2, 4d 

10.  c,  USAREC  Reg  350-9,  9-5 


1 1.  d,The  NCO  Creed 

12.  b,  FM  23-9,  Chap  2 

1 3.  c,  FM  23-9,  page  2-1 3 

14.  c,  FM  22-5,  3-3a 

15.  a,  FM  22-5,  Chap.  6,  6-7 
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